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What Does the Public Want? 
Style or Price 





“Whatinell do you expect for $2.95?” 
and the public buys without fitting, 
service or even cheap courtesy. 

The girl wears the shoe for a 
month and when it fades away says, 
“Well, what could I expect for 
$2.95?” She throws them away and 
buys another pair. Wear isn’t ex- 
pected. All that is wanted is “red 
hot” style in every step. 

This spell of style fever at ridicu- 
lously low prices will pass. Before 
it goes, however, a lot of damage is 
going tobe done. It is a game for 
chain stores and basements. They 
tickle the purse. The junk is not 
“F. D.” or “J. L.” shoes but regular 
case lots night delivery. Where a 
six-dollar seller must be almost 100 
per cent in materials, making and 





T last the phrase, “What does the 
Amie want?” has been put 
into a musical comedy by one 
of New York’s latest revues. This 
chorus opens the show and every : 
time the words are said everyone N \y 
shouts “Talent,” “Talent.” 

This is the week when the shoe 
trade meets in National Styles Con- 
ference and try to think out “what 
will the public want” next spring? 
The same shout will be heard at the 
Conference, “Talent plus color.” 
Something that will make the public 
buy and buy. That’s what the shoe 
trade wants. 

Talent gets the money in highest 
grade footwear—a fashion valuation 
unheard of—as proved by the sal- 
ability of fine footwear at $20 








and up. ‘ fitting, the $2.95 is anything else 
Only one person in every 10,450 [tae eel thet women vead but. 

in America has accumulated a mil- newepapers only to find sales 

lion dollars, but what a lot of people vertise UY, BABY, BUY, and she does 

buy with a million-air. wlan it aber S > —a new shoe at such a price 


a pan, purchasing agent of the gives her a thrill that lasts until the 
HAT do the rest of the people next pair, and human nature is such 
want? Is it price? It is no wi ie ine hs oy. "Show that she doesn’t care whether the 
comedy matter the way the bottom this to your shoes wear or not, fit or not, as long 
is dropping out of the shoe box with tucks in an item om Of interest 4 as they look hotsy-totsy for the 


the man, maybe socks, shirts or 
shoes at $2.95 and $3.85, the two sheesh, a wagon -¢ o- Map sede party, 





new magic price levels. and one things that men need ; ’ 
“Flash” shoes are built, evidently but do Og until stern neces- esi 4 can’t hig for it isn’t 
lasted on a stick, all of a width, as- sity tells them. Maybe the ap- sound, and some of these smart op- 
sembled in a hurry, and the manu- proach to getting more men’s erators are going to be caught with 
: shoes sold right ts through the +. dump-cart loads of “flashed-out” 


facturer selling them says, “Well, 
what do you expect for pate any 
$2.60?” The buyer accepts j 

saying: “Well, what can I expect for Bhan sam J poly eg that only—cheap clerks, cheap rents, — 
that price?” His clerk almost throws ee eatin be ak, cheap methods, cheap shoes—but the. 
the shoes at the customer, saying: lected by telegraph. __ D. F. public buys. *e 
[CONTINUED ON PAGE 95) 
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Play the Style Game Swiftly 
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6 LAY up... Play up and 
P play the game.” For it is 
a game, this business of 
shoe styling and shoe merchandis- 
ing. A game in which all honor goes 
to the winner, and, to the loser, 
nothing at all. No rules are laid 
down, and no referee sits and 
watches on the sideline, and no um- 
pires in the field. There are no 
rules, save the rule of barter and 
exchange as old as civilization . . . 
“give the buyer what she wants for 
her money” ... and there lies the 
rub. 

It’s a fair field with no favors 
and no quarter given nor asked. 
Lined up against you is a fickle pub- 
lic . . . watchful . . . waiting for 
your first signal. It’s stonewall re- 
sistance to every play that you have 
in your head unless you can uncork 
something in a “forward pass” way 
over their heads . . . something new 


in the way of treatment and tactics 
and then the gains are yours... 
and you are over for a touchdown. 

It’s a never-ending game. The 
play that gave you the score once, is 
solved and useless, and to play again 
you must scheme again with your 
mind always fixed, not on the team 
ahead of you, but on the goal behind 
them . . . and that’s sales. 


OW do I determine style? How 
do I choose the pattern and the 
mode far enough ahead? What in- 
fluences my choice? What deter- 
mines the number of pairs I will 
buy and the grade I will 
buy in? What plans do I follow? 
To what purpose are the selections 
made? How do I gage the quantity 
and the quality of the style I buy? 
For me this style is a “have it 
and throw it” one. Get them quick- 
ly before the other fellow gets them 
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—get them new and different and 
be over and done with them before 
there is time for duplicates to ap- 
pear in the stores of your competi- 
tors. 

To answer the first question of 
what is style, I would say that it is 
a will-o’-the-wisp. Style is some- 
thing that depends on so many ele- 
ments that its only real answer is 
after the shoes are made, although 
some of us are able to guess right 
oftener than the other fellow. 


UCH enters into it ee 

the clothing mode is essential. 
Shoes must first harmonize or con- 
trast with coats, suits, dresses and 
hosiery . . . although these will all 
harmonie inz the well-dressed wo- 
man’s costume. 

The most important feature is to 
know the tastes of your customers. 
These will vary not only in different 
cities, but will vary according to the 
price of the footwear you sell. There 
is a distinct difference in the shoes 
we sell on State Street and those 
we sell on Michigan Avenue. 

Where price is no factor, then 
more fragile colors and effects may 
be used. More daring combinations 
may be attempted. More striking 
color effects may be brought about 
without fear of the same things that 
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by Morris Wolock 


would be liable to occur in lower- 
priced lines. 

Grace and beauty of line and color 
combination are always to be con- 
sidered. Where one type of foot- 
wear may demand straight severity 
of line . . . another calls for sweep- 
ing curves and slashes of trimming. 
It depends on the final purpose to 
which the shoe is to be put. 

One doesn’t choose the same foot- 
wear for the office worker or en:- 
ployed girl or woman as is chosen 
for the lady who comes in her auto- 
mobile to the door and buys to please 
a fancy and not to suit a necessity. 

Someone has said: “to originate is 
art ... to imitate is nothing at all.” 
It is true in the shoe game. New- 
ness and origination are ‘the quali- 
ties of the leader which have the 
most to do with success. The public 
want new things and new colors, but 
always in the fashion of the mode. 


NTRICATE patterning is style 

only when it is complete harmony 
with the costume of the season. Sim- 
plicity is style . . . more even than 
elaborateness, when it is the mode 
... because it demands more in 
beauty of line. 

There are two basic rules which 


any merchant can follow and build - 


business successfully. The first is 


s 
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of Wolock & Bauer, 
Chicago 


desires be 
the second 
is that all basic shoe business is built 
on black leathers, regardless of the 
variations of style. 


that the customers’ 
studied and known; 


NY merchant who will start with 
black as a base color ... and 
divide his style purchases among the 
three types of footwear, pump, straps 
and oxford, and allowsu fficient pat- 
tern variation to suit the demands of 
his trade, will make money and estab- 
lish trade and reputation. 

In spite of the reputation the 
Wolock & Bauer stores have for the 
newest in color and style . . . almost 
fifty per cent of the volume is on 
black shoes, and if the Michigan 
Avenue salon is excluded, that per- 
centage will reach almost to sixty- 
five percent. 

Merchandising style depends, first 
of all, upon your trading area. The 
shoe merchant who lines up his 
“style team” in an area where there 
are a million women buyers, works 
differently from the merchant who 
plays on a field where there are a 
tenth of that number... or a hun- 
dredth. For a merchant in a town 
of, say, 25,000 people to attempt to 
play the style game as we play it... 
means business ruin. No more... 
no less It simply cannot be done. 
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The _  worid’s 
most beautiful 
shoe store is what 
Chicago terms the 

| Wolack & Bauer 
shop at Michigan 
and Madison. To 
the genius of 
Morris Wolock 
they credit the 
progress made in 
ten yeurs from 
the first Wolack 
& Bauer store at 
Taylor and Ash- 
land Avenue, to 
the five shops now 
located im the 
business section of 
Chicago. He tells 
how he did it in 
this remarkable 
article. 


Style footwear, to be profitable, 
must carry enough of a mark-up to 
take care of style fluctuations and 
mark-downs, and unless this differ- 
ential is studied . . . a man guesses 
. and guesses in the shoe busi- 
ness are usually wrong 

The man who doesn’t figure his 
average loss and his average mark- 
down on style merchandise and add 
it to the selling cost, is heading 
straight for trouble. 

The man who doesn’t fall victim 
to the temptation of reordering a 
style to death just because it’s a 
good sellers—the fellow who plays a 
new one while the old one still is 
good—is the man to whom the style 
game pays dividends. 

We want to reorder on every style 
if we can, but we don’t want to do 
it long. We keep new shoes coming 
in and the old ones going out. We 
seldom have many “left overs” on 
any one style. We have an accumu- 
lation of odds and ends, as everyone 
does, but we clear these once or 
twice a year, often three or four 
times, in feature sales, and the loss 
is slight. 


E would rather sell 144 pairs 

of a style and order a new one 
than to be caught with 24 to 36 pairs | 
of a reorder of that style—even if 
we dropped it while it was stilla 
good seller. We can do this, however, 
where a smaller merchant could not, 
because we carry several hundred 
styles in our stores and there are 
ways many to select from. 
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On the Hand of Fashion 
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The Recorder Presents the Style of the Week 


partments in New York the edi- 

tor had occasion to spend some 
time making a study of merchandis- 
ing. By chance he noticed a beauti- 
ful hand resting on the edge of one 
of the luxurious sofas of the Shoe 
Salon. A beautiful hand is the most 
difficult thing in the world to find. 
After proper introduction he was 
able to ask the young lady if she 
would join with us in the presenta- 
tion of beautiful footwear in a “‘lit- 
tle different from the ordinary” way. 
She consented because she was not 
only interested but had been highly 
complimented. As the result a series 
of remarkable photographs are to be 


I: one of the smartest shoe de- 


made possible by the cooperation of 
Miss Vida L. Moore and in this case 
the shoe itself in a creation of her 
own little bench factory hidden away 
in the theatrical district on 42nd 
Street. 


*% * * 


This week the social season of 
New York opens with the premiere 
of the Metropolitan Opera. This 
shoe in mother of pearl kid with gold 
inserts was designed expressly for 
that event. We have had the open 
shank as a feature of style for a long 
time, but this is the very first pre- 
sentation of the open sides in a prac- 
tical evening slipper. 


The very latest thing in evening 
wear is the gold or silver kid slipper 
with sequin overlay on the embroid- 
ered pattern of vamp and quarter, 
with evening bag to match. ~ The 
beauty of this slipper is the almost 
fish-scale appearance and the fact 
that a million facets of light reflect 
from it. 

* * a 


NASMUCH as this is the greatest 

evening slipper year the trade has 
ever known, don’t be surprised to 
find gold mesh, not only used as a 
heel covering but as a vamp overlay 
or in panels on the quarter. The 
coat of mail effect in the simple pat- 
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terns with colored floral design in 
the more ornate patterns. 
* * * 


No matter how much velvet is re- 
sisted by the trade its popularity is 
increasing. This week blue velvet as 
well as blue suede appears as the 
high style note in New York. 


es, Millie 


HO was it that started the 

parchment demand last year? 
Those on the inside of the style game 
say that it was the huge purchases 
made by Sir Percy Daniels for the 
English and Continental factories 
just a year ago. Then followed the 
great American wave of blond and 
parchment kid colors. Now it is 
rumored that Sir Percy has been in 
the market for a still lighter shade 
than parchment—an oyster color 
with a touch of pink in it—the most 
youthful shade that has ever been 
put into a leather. 

7 * * 


Already plans are laid for Palm 
Beach Season. America must have 
its playground and must dress ac- 
cordingly. Soft finished leather is 


J- 
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Brilliancy, the gleam of gems 
and the scintillating softness 
of silks, satins and velvets— 
New York’s finest at the pre- 
miere fashion parade of the 
country—the opening note in 
the rhapsodie of the winter 
social season—the opening 
performance at the Metropoli- 
tan Opera House 
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being talked about and is called a 
pink beige antelope. All of the soft 
colors show possibility in Palm 
Beach sport footwear. 

* * * 


HEN pink lizard appeared, 

the ultimate in coloring was 
thought to have arrived, but now all 
the snakes of the jungle have taken 
color baths and spring will see real 
snakeskin, lizard and alligator in 
all-over leathers as well as trims in 
every conceivable color and it may 
go to hats, bags and shoes in com- 
bination. 

= > +” 


Getting back to Palm Beach, 
where spring styles will be exploited 
in an effort to hit something that 
will assume wide popularity and run 
through the summer, a number of 
shoes in which pastel shades in pin 
seal or Morocco are combined with 
the same shade of colored kid, are 
being prepared for offering at this 
famous winter resort, and in the 
northern stores that cater to those 
who, like the swallows, travel south- 
ward in winter. 





Most Brilliant Social Season 


Washington as an International Fashion Center 


tumn,” says James W. Gray, 

Jr., of Woodward and Lothrop, 
women’s shoe department, Washing- 
ton, D. C., “a lady will need smart 
street and afternoon shoes. These 
are to be had in the newest of 
leathers and combinations, patent 
leather is to the fore, even more 
popular than last season, and with 
an added attraction of trimming, 
patent leather with reptile or suede 
trim.” 

Mr. Gray states that suede is 
much more in demand this season 
and in colors of brown and black 
with appropriate trim. 

Calf skin shoes in tan have their 
place as also the reptiles. Wood- 
ward and Lothrop do not carry any 
imitations of reptile skin shoes, as 
these are not in demand by their 
customers. 

_ The order of color in shoes is first 
black for the formal ones, and brown 
for street and tailored costumes. But 
there are also smart black tailored 
shoes, because of the vogue for 


“T the wardrobe of this au- 


By James W. Gray, Jr. 


tweeds, and also brown formal shoes 
for the brown fur coats. 

Brown suede trimmed in reptile is 
much called for. An afternoon shoe 
that is admired comes in black suede 
piped in gold and trimmed with iri- 





They can’t pass a window with- 
out peeping 


descent patent leather with one 
strap, gold button and spike heel. 
It sells at $18.00. 

A popular street shoe in Washing- 
ton is the gun metal, colonial pump 
style, cut high, so that all danger of 
gaping is avoided, having a Spanish 
heel and trimmed with a nickel 
buckle. Thése are also sold in pat- 


- ent leather and genuine alligator. 


HERE are the oxfords for street 

wear in various leathers and 
trims. The three eyelet oxford is 
considered quite chic. 

“The evening shoes are fancier 
than ever before,” states Mr. Gray. 
“One shoe every well dressed woman 
should have is the side seam opera 
slipper in black satin, spike heel cut 
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MoreStyle 
for Men 


Nothing Else But 


The shoe trades of Merry 
England held an Annual 
Fair recently and one de- 
signer had the courage to 
look ahead. He says “style 


will make more pairs.” 








Let’s Spend Half a Million Yearly? 


By Hovey E. Slayton 


Chairman of Special Committee on Men’s Shoe National 


about the present condition of 

the business of producing and 
retailing men’s shoes—nor should 
we. It is time to look at the real 
facts. It is also high time to do 
something about them. 

I don’t like a “calamity-howler” 
any better than anyone else does. 
Optimism butters a good deal more 
prosperity bread than pessimism 
does. But our danger, when we re- 
main indifferent to the clear facts 
about this shoe business, is that we 
are probably taking front seats in a 
fool’s paradise! 

How fully do we know the trend 
of the men’s shoe industry? How 
closely do we study its accurate 
statistics? How definitely can we 
put our fingers onto the trouble with 
the industry? How honest are we 


I: is not easy to speak lightly 


in recognizing its sore spots—and 
how courageous should we be, as 
promoters of this great industry, in 


Publicity Campaign 


applying good remedies to its “sore- 
ness”? 

Quite a tidy bunch of leading 
questions, aren’t they? They are. 
And they have got to be answered, 
and answered pretty quickly! 

United States production of men’s 
shoes in pairs and consumption per 
person are the lowest for the nine 
months of 1926 to Oct. 1 that they 
have been in fifteen years! 

The annual rate of per capital con- 
sumption of men’s shoes up to and 
including July was 1.7 pairs— 
against a rate of 2.8 pairs in 1914! 


HE total loss in volume of pro- 
duction. of men’s shoes in this 
country thus far this year, compared 
with the figures for the same period 
of last year, is well over 2,000,000 
pairs! 
The dollars and cents loss to 
manufacturers and retail dealers 
represented by this one year’s de- 





ficiency is appalling. It is a dis- 
couragement that ought to crystal- 
lize every instinct of pride and 
he-man determination that every 
men’s shoe manufacturer has, and 
inspire him to stop talking about 
slow business and do something 
about it! 


OST everybody knows what the 

trouble is. We know that men’s 
attention to their footwear has grad- 
ually been distracted to other things 
that cost money. We realize that 
this is an age of spending for pleas- 
ures other than good-looking shoes. 
No question that the motor car, the 
radio, the golf club, the movies and 
the growing costs of maintaining 
feminine finery are all putting new 
crimps in men’s pocketbooks. 

And when we began to indulge in 
the pleasant pastime of building 
men’s shoes better than they used to 
be, we gave those shoes better wear- 


[CONTINUED ON PAGE 67] 
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Shoe Shocks No. 1 
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Tell It to Congress 


LECTIONS and politics play too large a part 

in the scheme of things. Whatever happens 

this week in a political way should have no real in- 

fluence on the economic progress of the United 
States. 

We havée enjoyed several years of a state of pros- 
perity unrivaled in the experience of any other 
nation. It should be and can be continued. 

Wisely, the Retailers National Council peti- 
tioned Congress that in the best interests of the 
general public and of business there should be a 
continuance of stability. 

Congress is asked, “to enact no legislation, the 
effect of which would be to create a period of un- 
certainty or puzzlement which would throw busi- 
ness out of its present stride, with the consequent 
possibility of unemployment and diminution of 
prosperity.” 

That’s telling Congress emphatically that pros- 
perity comes through continuous employment and 
isn’t something that can be created by legislation. 


Prison-Competition Again - 
HE trade needs to be eternally vigilant. From 
a number of States we have received definite 
information of prison-made shoes being sold in 


competition with free labor. One State has 
stepped over bounds to the extent of making up 
samples of women’s footwear. Heretofore the 
ordinary prison shoe shop has made footwear only 
for State institution use. 


,and shoe-making. 
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Prisons can’t keep inmates idle and workshops 
have a vocational as well as disciplinarian pur- 
pose. Idle hands can plot mischief as well as pay 
the penalty for it. Nobody wants to see prison 
labor abolished. Nevertheless, there should be a 
market for such handicraft through State and 
charitable institutions. 

Prison-made labor has no place on the shelves 
of shoe stores. 

Something should be done to diversify prison 
labor. Far too many penal institutions have but 
three trades—broom-making, license-plate making 
Isn’t there anything else that 
can be produced by such labor? 

We have asked one State to explain why it is 
bootlegging shoes when its code of laws definitely 
states that institution made goods are not for gen- 
eral consumption. One of the loopholes in this 
case is the fact that shoes are sold outside of that 
State, and that the goods are plainly marked (but 
later covered by a sock lining) and only the orig- 
inal buyer purchases them with the full knowledge 
of their prison make. Keep your eye open for such 
footwear and let us know. 


More Shoes Needed 


E see many golf shoes sold. Many men have 

two or three pairs. In the lockers of athletic 
clubs are hundreds of pairs of gym shoes. Men 
who shoot own boots. There are fishing boots, too. 
Riding boots constantly increase in number. Ten- 
nis shoes are taken for granted. Almost every 
sport or avocation has its footwear excepting mo- 
toring. Why not an AUTOMOBILE shoe? If 
men and women can be sold the many various types 
of footwear as correct accessories to their play, 
why can we not sell them shoes for driving the car? 
Following the line of least resistance, the way is 
paved because most people know that the gear 
shifts are hard on fine shoes. Every woman, al- 
most, has had her nice shoes spotted with oil from 
her car. Let’s not say “It can’t be done.” Let’s go 
ahead and do it. Inventive genius of the American 
shoe man can produce a special type of boot or 
shoe for motoring. Come on, progressives—let’s 


go! 


More Trouble at Retail 


HERE is no end to the troubles of a shoe mer- 
chant. A Virginia judge places the blame 
upon a shoe merchant for injury resulting from 
the “wearing of high-heeled slippers by a girl of 
14 years of age.” At a dance she sprained her 
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ankle. The parents sued the store. The judge 
held that the store was as guilty “as a vendor of 
liquor in the old days who sold whiskey to a 
minor.” The merchant was fined court costs and 
ordered to refund the purchase price. He paid up 
without taking appeal, so the decision stands as a 
precedent. 

No end of complications are possible with such a 
ruling— where responsibility is placed upon an 
article sold. 

This case and many other claims confront the 
man in business. A lasting tack led to a $5,000 
verdict. A lining stain led to alleged blood poison- 
ing. A fur coat lost in the store led to.a damage 
suit. Everywhere there is liability. 

The thing to do is to take out liability insurance 
to cover every possible contact with the public, and 
to fight to a finish any palpable scheme to “make 
the merchant pay.” 


Should Work Both Ways 


MERCHANT gives an order to a shoe fac- 
tory, what happens? 

The merchant’s rating to meet his obligations 
is looked. up. If he is a bad actor, the goods are 
not shipped. 

But— 

What chance has the merchant of looking up the 
record of the manufac- 
turer to see how he is 
rated in living up to his 
obligations, his prom- 
ises and his settlement 
of justifiable com- 
plaints? 
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Every Little 
Bit Helps 
UR compliments to 
the Houston Chron- 
icle. Appreciative of 
the task the merchant 
has in getting more 
men’s shoes sold right 
they have started a 
complimentary series of 
advertisements. 
The first one reads: 


“He’s a Hot Sketch.”— 
That’s about what would 
be said of a man who wore 
a@ four-in-hand tie with a 
full dress suit. None of us 
want to be that kind of a 


“het equally improper t 
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site otis Gham’ Meas aknan 
wear. 
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foot needs. In your search for shoe satisfaction you will 
doubtlessly patronize such shoe merchants as advertise reg- 
ularly. You have found that persistent advertising is a 
guide to reliability. 


This cooperative advertising covers a sixth of 
a@ page and appears now and then and has helped 
the business. 


You Can Get It, If You 
Want It 


HARD-BOILED old employer was asked if 
he believed in cooperation with employees. 

“You bet I do,” he replied. “I tell my people what 
I want done and if they don’t do it I fire ’em!” 

That old idea is rapidly giving way to the newer, 
better and safer one of mutual understanding and 
good will. The newer type of employer says: 
“You cannot get the whole-hearted cooperation of 
your employees unless you really want it.” Right 
there he said a man-size mouthful. 

2k ok + 

The future prosperity of business will be found 
in keeping merchandise in transit, not on shelves 
where it ties up money that should be active. 

+ * a 

America continues to astonish the Old World. 
With the highest wage scale of any nation we go 
ahead, making and selling more goods and making 
more and more money. 
Well-paid’“péople buy 
more and pay more. 

os ok * 


We nominate for the 
hall of fame the fellow 
who sells a woman a 
pair of flexible shank 
shoes and then puts in 
a pair of arch props to 
hold her foot up. Oh, 
yes, it happens fre- 
quently. Gradually we 
are approaching the 
licensing of shoe fitters. 
Some of these birds who 
call themselves “shoe 
men” should be pulling 
a bell cord over a pair 
of mules. 

'® * 

We'd ride a Camel a 
mile to see one real 
window display of chil- 
dren’s shoes. They are 
as scarce as hen’s teeth. 
And lots of shoe men 
The will tell you that it aes 











BOOT AND SHOE RECORDER 


November 6, 1926 


More Money—Thru Leather 


Let Your Motto Be “Buy, Baby, Buy’”—and She Will 


ELIEVE it or not, the shoe 
B store is going to be the cen- 

ter for the purchase of all 
articles of leather. You may not 
like the idea of getting into a 
business about which you know 
comparatively little, but the move- 
ment in that direction is so great 
that you cannot resist it. 

When you buy 100 pairs of shoes 
to give yourself enough sizes to 
cover a real run of business, you 
will not need more than 12 bags to 
match or over three leather hats. 
You will get as much in cash for 
the bags as for the shoes—and the 
same holds true for the hats. ° 

Take a good look at a pair of 
shoes and figure out the amount of 
work that goes into its manufac- 
ture. An eighth of an inch out on 
the pattern and.the shoe is worth- 


less. Now, pick up a bag that sells 
for the same price. Any amount of 
inches doesn’t matter much. In 
fact, many of the bags show an ab- 
sence of the thoroughness that is 
put into the manufacture of shoes. 
Nevertheless, as an article of mer- 
chandise, it sells freely and readily. 


HERE are about three basic 

sizes of hats and no matter how 
cleverly they are stitched together 
they do not really represent difficult 
craftsmanship. However, the com- 
bination of the three is salable and 
some stores already are in the game. 
Saks, Fifth Avenue, in the shoe de- 
partment has a special bag counter 
and separate division run by a 
young lady who knows color har- 
mony, and the selling to date has 


‘justified the judgment of Edward 


Cohen, the father of the idea. 

But yes—“smart” retail shoe 
shops, the country over, do feature 
shoes and hosiery alongside of hats 
and bags—and sometimes, too, be- 
side gloves and leather jackets, or 
swatches of leather in similar 
shades to the articles, themselves. 

ND so, the gentle calf, after its 
many wanderings through the 
tannery, oft finds itself, at the end 
of its journey, installed in the store 
window as a baby leopard; or with 
markings in soft greens and rose 
on a beige background, which 
would indicate that it had been 
shipped via “Treasure Island”; or 
the skin may be dyed “au naturelle,” 
with hairy surface in browns and 
white. 
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Belts and Bracelets 
to Match 


ELT novelties are becoming very 
numerous, for belts, you know, are 

so very, very smart this season. This is 
an attractive novelty from B. Altman & 


Two Tones Better 
Than One 


WO tones carried out in a single cos- 

tume are exceedingly smart. A two- 
piece dress, for instance, may have a 
jumper of pink jersey with trimming bands 
and skirt of Chanel red, and then the hat, 
too, combines velour in the same two 
shades, the red making the upper section 
of the crown, and the pink the lower sec- 
tion and ripple brim. Franklin Simon & 
Co. displayed a window of these little 
hats. in two-tone 
combinations, such “Jwo Jones 
as gray and green Cre Petter Than One 
and blue and gray 
and two of the wall- 
flower shades. 
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Co., made of metal chain with square- 
cut cabouchon stones in red, green or 
blue, and to match the belt, there comes 
a bracelet, too, fastened with a buckle 
just as the belt is. 





Flat Far Trimmungp. 


LAT fur trimmings are very 

important, appearing in nu- 
merous ways on new millinery de- 
signs... Animal motifs of fur are 
an amusing decorative means. In 
the accompanying sketch is shown 
a small felt hat with a fur grey- 
hound applied on the front of the 
crown, and the motif is again re- 
peated on the ends of the smart 
wool scarf. Kurznian also show 
the second hat, a velvet turban 
with peaked, draped crown having 
insert bands of flat fur to good 
advantage. 








New Slipper 
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NEW evening slipper in 

which silver and gold kid 
are successfully combined, the sil- 
ver kid making the back and the 
heel and alternate scalloped strips 
of the silver and gold kid in scale 
effect contributing interest to the 
vamp. From B. Altman & Co. 


Matching Leathers 


IRST it was shoes and bags, 

and now it is shoes and gloves 
—with bags, however, still sharing 
the limelight. In an inside show- 
case at the B. Altman store we saw 
this display of reptilian leather 
shoes and this pair of kid gloves 
trimmed with the same leather in 
the same color. 

















One Horrible Example 


CEANS and oceans of ink are 
O used by this journal to tell 

those willing to read of the 
many beautiful ‘stores, well thought 
out merchandising plans, plans for 
buying, selling, bits of real intimate 
information in the every-day life of 
the retail shoe merchants of 
America. 

The cream has been and will be 
served you, but now for some. sour 
milk. 

The man who owns the most un- 
tidy, unattractive, uninteresting re- 
tail shoe store in the United States, 
from this writer’s point of view, was 
observed opening up one morning, 
not long since. He came down the 
street, looking neither to the right 
or left. About fifteen feet from his 
store a search was made for the 
store keys. Still walking, his eye 
selected the right key, then appar- 
ently traveled directly to the key- 
hole. 

Came the business of picking up 
the mail after the door was unlocked. 
The eye now traveled to the desk 
in the rear of the store. What 
seemed to be interesting in the mail 
was read.. The balance was thrown 
on the desk, already cluttered a foot 
high by unread free matter of all 
kinds. 

The chances are that this man has 
gone through this self same per- 
formance for the last thirty years. 


What he saw each morning was his — 


key, the keyhole, mail and desk, but 
they did not mean much to him— 
just routine stuff. 

There seemed to be no sense of 
the joy of being alive. There was 
absolutely no chance of that thrill 
which comes from the realization of 
some bit of good work done the day 
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HREE years ago I was given 
this assignment: 

“Go out and see every shoe 
merchant in the United States. 
See what they are doing, how they 
are doing it and what their big 
problems are.” 

That is one big job that isn’t 
completed as yet, by a long shot, 
although I have been in every 
State in the Union. In traveling 
by automobile, all sized towns are 
visited, that is, if the roads are 
at all passable. No one State has 
been thoroughly combed, so there 
are many good towns to be visited, 

These ideas and impressions 
were picked up mostly by calling 
on the merchants, but many of my 
good friends have formed a pleas- 
ing habit of sending me a little 
story of some clever stunt that has 
proved successful. So here’s a 
personal invitation to you all to 
do likewise. 

Yours for more O. P. I. 
Harry R. Terhune. 
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before. That kind of a thrill that 
serves as a goad to ambition to do 
something better today. It is safe 
to assume that his mental outlook 
was as dingy as his collar. 

What he did not see was plenty. 
The sidewalk was dirty. The win- 
dows had not been washed in weeks. 
Evidently his first atempt in win- 
dow trimming, as a young man, was 
to set straight lines of shoe cartons 
on the floor, then to put a pair of 
shoes on these cartons. He must 
have liked this idea, for he always 
stuck to it and that is how the win- 
dows are “dressed” today. 

He did not see a shelving full of 
holes, with many broken boxes, a 
conglomerate array of carton labels, 
many of which had aged to a dirty 
yellow. Shoe cases seemed to have 
been opened on the exact spot where 
the expressman dumped them, with 
their contents sprawling all around. 
Ledges were piled with shoes, in 
boxes and out. 

Seeking to draw him out, the 
question of “How’s business?” was 
asked, and the expected answer of 
“Rotten” was given. The traditional 
information that he had stood for 
the vagrancies of the retailing of 
shoes for too long a period and that 
he was considering selling out, was 
not startling. But who in the world 
would buy such a dump, even if it 
was on the main street in a fair 
location of the capital city of a pro- 
gressive State. 

The big point is this: If, years 
ago, Mr. Man had come down the 
street mornings with his head up 
and his eyes open, he would have 
seen many things of vital interest, 
things that might have made his 
store well spoken of, instead of the 
place it is today. If he had taken 
two minutes these mornings, just 
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Joe salts-away a good bond. 
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surveying his store from the out- 
side, wondering how it appeared to 
the daily passerby and how he could 
brighten things, the time would have 
been profitably spent. 

Then, if on throwing open the 
doors, he had surveyed the scene as 
a stranger might do, how he could 
have improved the looks of that in- 
terior. Granting that order is 
Heaven’s first law, this store looked 
well, like some other place. 

“Sell the store.” Why he could 
not give it away. There is not one 
logical reason for a prospective cus- 
tomer crossing that threshold, but 
there are hundreds why they should 
not, and evidently they did not. 

This is not a backwoods town. 
It is a good live city in a State noted 
for its good shoe stores and pro- 
gressive merchants. _ Within a ra- 
dius of 75 miles are some of the 
country’s finest establishments. 

This thought persists. How many 
other merchants enter their stores 
of a morning the same way as did 
this man, seeing only the door 
handle and their desk. The psy- 
chological effect of standing on the 
curbstone, giving the shebang the 
full benefit of a friendly OO, is to 
be reckoned with. The constructive 
criticism that will be bound to come 
from daily sizing up is sure to be 
of the utmost importance. If some 
sincere friend happens along and 
will voice his suggestions, perhaps 
a new train of thought will be 
started. Anyway it is worth trying 
out for a couple of weeks. 


Making the Dollars Grow 





STABLISHMENTS that can 
take discounts, usually consider 
them as extra money earned and 
the money is put back in the busi- 
ness. Just taken and that is all. 
There is one darned good merchant 
in Yakima, Wash., by the name of 
J. P. Kohl, who is building up a fine 
reserve through his: discounts. Dis- 
counts are taken out. of the business 
and are deposited in a separate sav- 
ings account in the store’s name. 
When this account reaches $5,000, 











T the entrance of a small store 
at Long Beach, Cal., a large 
rack. stood, loaded with Christmas 
slippers of every color and kind. It 
almost blocked the doorway. One 
had to walk around it to get in the 
store. Being asked why he made 
such a pronounced showing of slip- 
pers, the shoe merchant said: “Last 
year a lot of my customers bought 
slippers elsewhere, not knowing that 
I had them. This year I determined 
to show everybody that I had slip- 
pers. And this rack got the thought 
across, for many slippers have been 
sold. I am converted to the saying 
that a man has to show goods to 
sell them.” 
~ * * 


A New Display Stunt 


ROUND the top of 
the 7-ft. shelving 
in Kramer’s shoe store 
in Bellingham, Wash., 
is a gas pipe on which 
are hung some spe- 
cially made boards, on 
which are displayed 
the shoes that have a 
special need to be dis- 
played. These boards 
are fashioned so that 
they will hang on the 
gas pipes and may be 
slid along to any posi- 
tion in the store. Slots 
are cut in the front 
side of the boards so 
that the shoes when 
tied or fastened to- 
gether, may be hung on 
them. 

These boards are 6 
ft. high and 5 in. wide. Each one 
will hold and display without crowd- 
ing, six pairs of men’s shoes, eight 
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Want to Sell Slippers? 


these boards in the rear of the store. 
This is an idea that the medium 
grade family stores, or those stores 
having basements may use. 


* * * 


ROM ‘Harvard, Ill., a city of 

3500 people, comes a corking 
good illustration of how a merchant 
may both confine his purchases to 
few houses and at the same time 
increase his business. The firm of 
Keller & Krekel there, buy from 
what they consider the one best 
manufacturer in each of the follow- 
ing classifications, all their purchases 
in each grade being confined to that 
one house: 

Women’s fine dress shoes, chil- 
dren’s shoes, felts, arch supports, 
turn comfort shoes, rubbers, bare- 
foot sandal play shoes, infant’s 
shoes, boys’ shoes, 11% to 2, dollar 
service stockings, dollar chiffon and 
$1.50 service numbers, $1.50 full 
fashion chiffon. One manufacturer 
supplies just special single numbers. 


Tell "Em the Price 




















ELLINGHAM, WASH., is called 
the “Tulip City,” on account of 
the Tulip Festival held there each 
May. Possibly, that is one reason 
why the city is always dolled up. In 
the department store of Montague 
& McHugh, there is a very 
misses’ and women’s shoe depart- 
ment, presided over by Buyer A. H. 
Wilde. He and I thoroughly agreed 
on. the method he uses in getting 
his shoes out on display, for there 
are always fifteen to twenty units of 
new shoes out on the cases 
customers may handle them. 
If a shopper picks up a shoe, it 
may be just a passing fancy, but 
there is one thing she wants to know, 
and that is the price, provided 


H 
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Rip Van Winkle Tried for Twenty Years 


But Never Touched Smith’s Record 






























How to “Let go” 

No. 1—Hook ball from right 
corner. (Used for first ball). 

No. 2—Straight ball from right 
corner (shooting for spares in 
center of alley or sometimes 
used for first ball where condi- 
tions require its use). 

No. 3—Straight ball from left 
corner (shooting for No. 10 
pin or spare on right side of 
alley). 

No. 4—Short hook from right 
corner (shooting for No. 4 or 
No. 7 pin or for any spare on 
left side of alley). 





If there is, there are also a lot of men who spend 

many evenings a month diligently trying to make 
ten strikes. And there are, ten to one, teams enthusiastic- 
ally competing for cups or medal or cash prizes. 

All of which constitutes one of those extra pair oppor- 
tunities which crop up in every community in some way, 
shape or form. There are, as you know, shoes built for 
bowlers—shoes which take into consideration the action of 
the foot in getting the ball down the hardwood alley and 
keeping it out of the ditch. They are of specially soft 
leather and have soles made from specifications to fit the 
needs of the game. And most of the styles are carried in 
stock by the manufacturers who make them. 

The game for the retail shoe merchant is to buy, perhaps 
not more than a dozen pairs in the heart sizes. Call them 
to the attention of the interested bowlers. Start your sales 
by outfitting one prominent man bowler, or by getting him 
interested in having all the members of his team outfitted 
-with this footwear. Persuade the owner of the bowling 
‘alley to display a pair or two where they can. be seen easily. 
Show an interest in the game and the players will interest 
themselves in your merchandise. 


I S there a bowling alley in your town? 








Smith, world’s most famous bowler. 

He shows the soles that helped do it 
—shoes built by Farnan Shoe Co., Hunting- 
ton, Ind. And here are some of the records 
he has hung up for bowlers to shoot at: 


Ba is the photograph of “Jimmy” 


Bowled 16 perfect games of 300. 


_Holds world’s tournament record of total 
pins for three games, 279-236-256. Total 771 
— an average of 257, Toronto, Canada, 


Holds world’s record for thirty consecutive 
games, 7311 pins for an average of 243 pins 
per game, Denver, Colo., Sept. 17, 18, 1925. 

Twice All-Events champion American Bowl- 

_ing Congress, the only bowler to ever accom- 
plish this difficult feat. St. Louis, 1911; 


Peoria, 1920. 


hi Middlewest Bowling Association All- 
SN Events champion, Omaha, 1919. 
SS Twice Wisconsin State champion. 


Vat Green Bay, 1923; Fond du Lac, 1925. 
WO Rolled 794 for three exhibition games, 


Melrose Park, Chicago, 1924. 


Ohio, April 1, 2, 3, 1926. 
average of 211, 1922-23. 


average of 208, season 1925-26. 
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_Averaged 216 for sixty games in spe- 
cial match, on new alleys, Cleveland, 


Bowled 703 exhibition games for an 


Bowled 1351 exhibition games for an 
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One Shoe for Two Markets 


Your high-grade customer will delight in these custom fashioned Arch 
Preserver Shoes, and will appreciate the added comforts built into them. 
Your achy feet customer will shout the comfort of Arch Preserver Shoes 
from the house tops. And how proud he'll be of their styleful appearance! 


; P Stock 310 In medium Tan 
Illustrated—The Prince- mA © Calf. 
ton—One of Forty-one a ar? 330 In lighter Tan 
: LAS Ve alf. 
ayant seen. 2s ; Stock 325 In Imported Blk. 
: Calf. 














BOOT AND SHOE RECORDER November 6, 1926 


t 
her sees 10° 
(gor which confereoe® a 





DIFF EREN 3 Endicott-Johrson  advertis- 
ing has broken away from the old, staid formula of 
shoe advertising. It talks shoes intimately. It is 
welcomed, appreciated and remembered because it 
evidences a sympathetic understanding of the shoe 
problems that confront every household. The 
above full-page advertisement appeared in the Septem- 
ber 25th issue of “The Saturday Evening Post,” also 
in half-page and 60-inch sizes in the October 17th 
issue of 36 metropolitan Sunday newspapers. 


- ENDICOTT 
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JIGGERS 


You’ll want this extraordinary new line of 
canvas vulcanized-rubber-sole footwear. 
Greatly improved over the ordinary kind. 
More rubber; more strength; better quality and 
workmanship—greater value than you've ever 
seen before. Send for descriptive circular. 
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“No Memphis Blues” Says Stiefel 
as City’s Shoe Merchants Reorganize 


Trade Leaders Take Action to 


Form New Association 


MEMPHIs—Retail shoe dealers of 
Memphis, whose former local associa- 
tion gradually ran down and ceased its 
collective activity several months ago, 
are being stimulated to action again 
by half a dozen of the dealers who met 
informally this week at luncheon and 
laid tentative plans for a real organi- 
zation meeting to be soon held. In the 
interim, all local shoe retailers are be- 
ing invited to join the association and 
the leaders hope to have 100 per cent 
membership, all on equal basis. A spe- 
cial reorganization meeting will be held 
November 11. 

Prominent in this work is Reuben 
Stiefel, manager of the shoe department 
of J. Goldsmith & Sons, one of the 
south’s largest department stores. Mr. 
Stiefel is a director in the National 
Shoe Retailers’ Association and also 
regional governor for states in the Tri- 
States’ territory around Memphis. In- 
cidentally, Mr. Stiefel is just back from 
a trip to New York, Chicago and St. 
Louis, where he inspected the newest 
styles for holiday and late winter. 

The other retailers interested in the 
reorganization of the local association 
are: Robert S. Love, of Cook & Love; 
Lee Frank, of The Bootery; Sam Saw- 
yer, head of the shoe department of 
Lowenstein’s, another large department 
store, and Reuben Groskin, operator of 
The Famous Shoe Shop. All are mem- 
bers of the National association. 

On his trip through the shoe manu- 
facturing districts, Mr. Stiefel found 
that heels, straps and lasts are not 
changing materially in the new styles. 
Patent leathers are going good, and 
there is an increasing demand for col- 
ored kids. Patent leathers presumably 
will form the background of the holiday 
trade, he declares. 

“Business in the Tri-State territory, 
of which Memphis is the hub, is not as 
good as it hes been; it might be said 
business now is only fair, but so far 
this year it is ahead of last year’s 
business,” states Mr. Stiefel. ‘Most 
dealers lay the blame for the slight 
slump on the low price of cotton, but it 
certainly seems to me that the effect of 
this situation is more psychological than 
real. Warm weather has had a great 
deal to do with the absence of winter 
purchasing. The southern farmer this 
year, upon whom the south depends to 
a large extent for its business, is better 
off than most reports indicate, for he 
has grown his cotton at small expense, 
comparatively. and his feed crop is the 
best in years.” 








Free Dyeing 


Offer Made on Petticoat Lane 


Kansas City, Mo.—In Harzfeld’s 
shop on Petticoat Lane, their feature 
was attractively shown in an inside 
window display. Red, green and blue 
pumps with gold hammered steel 
buckles, displayed with large pocket- 
books, parasols and gloves to match. 
The pumps are in the Puritan styles 
with the stub toes and medium heels. 
The shades evidently were planned well 
to harmonize with the predominant 
shades of nature. 

Another attractive display in Harz- 
feld’s was a black satin pump imbeded 
with rhinestones in a comet shape with 
the head of the comet in red and the 
tail spreading out over the toe. 

Rhinestone buckles, furnished in the 
monogram of the wearer, also are dis- 
played in Harzfeld’s. 

The store also has inaugurated re- 
cently a novel free dyeing service in 
satins. The satins, carried in pure 
whites, are dyed in the store in any 
shade to match Madame’s gown. 





When a Man Steps 
Into These Shoes 


He enjoys that delightful sense which 
comes With the wearing of fine footwear, 
Styled to a nicety. In black and tan im- 
ported Scotch grain and Russia. A variety 
of models—and the superb fitting-service 
which Hess makes a part of eyery trans- 
action. 


Nine, Dollars 


HESS 


Soles of Honor Since 1873 


8 East Baltimore Street 











Selected from Baltimore, Md. 





A New Riding Boot Has Made a Hit in 
New England 


The short topped “jodhpor,” in tan 
Russia calf, used originally by English 
army officers in India, with their long 
riding breeches, has become a popular 
number, and is bought by women, as 
well as by men. 


-pliques and inlays. 





Increase of 55 Seats 
in Family Trade Store 


DENVER—Beals Shoe Store, 1120 
Sixteenth Street, W. Beal, manager, is 
taking over and remodeling the second 
floor of the building in which they now 
occupy the ground floor, the alterations 
including a new stair approach and an 
elevator. The present quarters afford 
a capacity of 55 seats, the addition, 
when completed, permitting the estab- 
lishment to seat 116 persons. This 
store has a large family trade follow- 
ing. David Tober, who conducts a store 
at 1519 Lawrence Street, and another 
at 1519 Fifteenth Street, is president 
of the corporation. Mr. Beal says that 
in women’s shoes the trend seems to be 
toward plain patents, patent ties and 
reptilian trims. 


No Approvals 


Old Southern Custom Stopped— 
Style Brings "Em to Store 


BIRMINGHAM — By eliminating ap- 
provals the shoe department at Love- 
man, Joseph & Loab has shown a gain 
of several thousand dollars for Septem- 
ber and October over the same months 
last year, according to C. G. Hebert, 
manager. This store has one of the 
most exclusive trades in the city and 
naturally many customers want to take 
shoes out on approval. While a few 
customers have been lost since the new 
plan of “no approvals” has been in ef-° 
fect, other customers have been ob- 
tained and the profit has been greatly 
increased. 

An entire stock of $21.50 shoes have 
been sold out, proving the demand for 
better shoes is good. 

Patent leather leads in material. 
Brown kid comes next in popularity. 
Then comes cherry patents, black satin 
and the sport leathers. More patent 
one-straps are sold than any other 
style. Step-ins and D’Orsays are good, 
also oxford ties are popular to some 
extent. 

The cut steel buckles are especially 
good for semi-dress and the department 
has sold a great number of them. For 
evening, silver kids with panels of 
oor nd Brocade, one-strap models are 

est. 


Needs 25 Extra Clerks 


DENVER—The shoe department of The 
May Co. is so busy that recently they 
were obliged to employ 25 extra sales- 
men and several saleswomen. They are 
selling an enormous auantity of moder- 
ate-priced pumps and oxfords, patent, 
satin, patent with gold alligator or 
black calf, fancy embossed, reptile ap- 
The models are 
straps and ties, both high and low 
spike Cuban heels. 
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Florsheim to Have New 
Store in Indianapolis 


INDIANAPOLIS—The Fiorsheim Shoe 
Company completed negotiations on 
October 20, with owners of the Kahn 
Building for a lease on the storeroom 
at 9 North Meridian Street and as soon 
as the new quarters have been remod- 
eled and equipped, will move from the 
Lombard Building in East Washington 
Street. 

“We expect to put in the most beau- 
tiful and modern shoe store in the 
country and feel that our improvements 
will be an asset not only to the Flor- 
sheim Company but to the city of In- 
dianapolis,” said L. H. Crockett, mana- 
ger of the store. The Florsheim shoe 
store has been in Washington Street 
twenty years. 


What Men Want 


Tans by 80 Per Cent in Texas 


San ANTONIO— Washer Brothers 
Company has reopened its men’s shoe 
department, which was discontinued a 
year ago, and is handling Bostonians 
altogether. R. T. McCrary is manager. 

“Discontinuance of the men’s shoe 
department was rather in the nature of 
an experiment,” McCrary said, “but at 
the close of a year the unwisdom of the 
move became apparent, so the depart- 
ment was reopened.” 

Wide toes in tan colors are the most 
oa models in his department, 

eCrary said. “Tans make up about 
80 per cent of the total sales in the 
men’s department.” 




















The 
Men’s Shop beckons 





HIS IS a season when the 
Men’s Shop has a particu- 
larly strong appeal to well-dressed 
gentlemen. For they know that 
here they will find the correct 
shoe for every occasion of fall 


and winter. 
You'll elegy 
before n" nd a 


shoe to match ‘Dorset’ 
in of leather, 
workmanship, style 

wear, at $11 in 








Ash for “Dorset? thas froinem 
The MEN'S Shop 15 Weer Street | 
AYER 
NEIL 
OMPAN 


Selected from Boston Mass. 


High 4, Low 7 


Even the “Old Boys” Are “Low” 
on Shoes 


INDIANAPOLIS—Seventy-five per cent 
of the calls are for low shoes, says 
Mr. Cobler of the men’s shoe depart- 
ment of the Marott Shoe Store, and 
it is surprising to note that men well 
along in years are asking for low shoes, 
with tans in the lead. Wide toes for 
young men and the medium toe for 
middle age are popular. We have some 
calls for high shoes, but the styles are 
not available, as are in the low shoe, 
and it looks as though the broad toe 
has come to stay. It is keeping us 
guessing just what to stock up on, but 
whether it be low or high shoes the 
broad toe seems permanent, owing to 
its comfort. 

Patents and satins in ladies are good 
with some calls for cherry and lizard, 
and straps and pumps lead, while high 
shoes are passe, 

Patents for children are becoming 
more popular than ever, and even the 
growing girls have turned to the pat- 
ent leather, on account of being easily 
kept clean, is the belief among most 
shoe dealers. Tan elks are in good 
demand for small children, as they are 
softer and easier on the feet, with broad 
toes increasing in demand. High shoes 
for juniors are increasing in sales with 
the coming of fall and cooler weather. 


Sees Red Snakes 


Novelties 30 to 1 Shot 


KNOXVILLE—“Patent leathers have 
the decided lead for popularity,” so 
states Roger Mabry, manager of the 
Kennedy Boot Shop of Knoxville, Tenn., 
“particularly the patents with reptile 
trimming. Satins have been entirely 
effaced except for evening wear,” con- 
tinued Mr. Mabry. 

This shop is specializing on the nov- 
elty shoe to meet the persistent de- 
mands of their patrons. With red the 
vogue in dress materials—a black pat- 
ent leather tie, trimmed in red reptile, 
has been a favorite among the custom- 
ers who are looking for the “something 
different.” A large order for an alligator 
tie in tan was entirely sold out in the 
week following its arrival in the shop. 
Approximately thirty of the bgiems 4 
numbers are sold to every plain blac 
slipper, with the preference always for 
ties or straps and very high heels. This 
shop is carrying only two patterns in 
velvet slippers, and the past weeks 
have shown very little sale for either. 

The highest priced shoe carried by 
the Kennedy Boot Shop is $10, and 
= business is done on a strictly cash 

sis. 


Get Better Prices 


CINCINNATI—The Walk-Over Store 
on Vine Street, which has heretofore 
featured popular priced footwear for 
women not to exceed $10, has had such 
a demand for better that they are 





now showing most attractive shoes at 
$12.50. 





For Foot Health Week Puts 
Living Models in Window 


Detroir—R. H. Fyfe & Company 
held their third annual Foot Health 
Week, with Charles Henry Brown, in- 
ventor of the Arch Preserver shoe, and 
Dr. Cole, inventor of the Anatomik 
shoe, in attendance with other special- 
ists. The manufacturers of these lines 
were also represented by Albert Mon- 
roe, E. T. Wright & Company, and 
Mark Selby, Selby Shoe Company. 
Both lines were demonstrated by liv- 
ing models in the windows. 


Doubles Department 


CINCINNATI—The John Shillito Co. 
report such a rapid growth in their 
shoe department that they have been 
compelled to enlarge this department 
on the main floor, to double its former 
size. The sale of their Three Point 
corrective shoe has increased rapidly 
and now constitutes 65 per cent of their 
sales. 





A Queenly Novelty 
for Evening Wear 


NE of Livingston's 
hand made origina- 
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THESE FIRMS 
DISTRIBUTE 


SHOES 


A. W. TepcastLe & Co. 
Boston, Mass. 


Austin SHOE Co. 
Wilkes-Barre, Pa. 


BELL, WALT & Co. 
Philadelphia, Pa. 


C. A. Stantons’ Sons 
Madison, Ind. 


CUTLER & SEIP Co. 
Chillicothe, Ohio 


HvuTCHINSON SHOE Co. 
Jacksonville, Fla. 


KoRNMAN, SAwyerR & Co. 
Nashville, Tenn. 


Marks & St1x SHOE Co, 
Cincinnati, Ohio 


MELZE ALDERTON Su0F£. Co. 
Saginaw, Mich. 


E. G. Moore SHoe Co. 
Plattsburg, N. Y. 


Morcan WILLIAMS & Co. 
Brooklyn, N. Y. 


NEWMARK SHOE Co. 
Washington, Pa. 


W. H. Mites SHOE Co. 
Richmond, Va. 


WAKEFIELD Sons & Co. 
Honolulu, T. H. 


WESTERN SHOE Co. 
Toledo, Ohio 


Zion Co-op. Merc. INst. 
Salt Lake City, Utah 


West Coast MERC. & 
Invest. Co. 


Los Angeles, Cal. 


Six | Extra Features 


for $6 


The best you can say about 
the ordinary $6 man’s shoe 
is that it costs $6. 


In this handsome 
WEAR-O-PEDIC line we 
offer you and your custom- 
ers six exclusive features 
not ordinarily found in six 
dollar grades: 


The Welted Heel 

The Combination Last 

The Smooth Innersole and 
Nailless Heel Seat 

The Full Grain Calf Upper 
The Oak Bend Sole. 


A large number of men in 
your town have fixed on $6 
as the price they pay for 
shoes. 


You can get everyone of 
themt—if you will sell and 
advertise the WEAR-O- 
PEDIC. We know this is 
true because we know the 
merchants who are do- 
ing it. 


Any wholesaler listed at the 
left will give you full in- 
formation and show you 
the shoes. 


o 








ALFRED KIMBALL SHOE COMPANY 


LAWRENCE MASSACHUSETTS 
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J. A. Anderson Opens New 
Bargain Basement 


SOMERVILLE, Mass.—John A. Ander- 
son, for eight years connected with 
Rice & Hutchins, Inc., as manager of 
the men’s shoe department at the 
Washington Street store, and as assis- 
tant manager of the men’s shoe depart- 
ment at the Summer Street store, is 
now shoe buyer and manager of the 
Park-Snow Department Store shoe 
store and bargain basement here. 

The Park-Snow Department Store, 
situated in busy Davis Square, has an 
artistically arranged family shoe store 
on its first floor. The floor is tiled; 
and the rugs are in shades of old rose. 
There are two entrances to the shoe 
department and two show windows on 
the side of the. building, as well as 
ample space in front, to display foot- 
wear to good advantage. Especial at- 
tention is paid to children’s foot fitting. 

The up-stairs department features 
shoes from $5 to $10. The bargain 
basement’s prices are from $3.95 to 
$1.95, with an automatic reduction 
plan on lots remaining unsold of 20 
per cent each week until the merchan- 
dise is moved, either to the customer 
or out of the store—to some worthy 
charity. 


Take More Space 


New YorK — An _ ever-increasing 
growth in business has made it nec- 
essary for the Novelty Slipper Com- 
pany of New York to lease an addi- 
tional loft in the building in which 
they are located. This gives the con- 
cern 20,000 sq. ft. more and doubles 
the floor space. The new plant should 
be in operation with the added facili- 
ties some time around Nov. 15. 

Quite recently the firm extended its 
scope to Europe by opening factory 
connections in two centers. The prod- 
ucts of these factories will be offered 
for American consumption. 

Herman and Max Wilhelm are the 
owners of this enterprising firm. Max 
Wilhelm sails on the SS. Leviathan 
Nov. 13 for a visit to the factories 
abroad. 


















y BAS 


Selected from New York City 


Give "Em Room 
The More Widths the Better 


PITTSBURGH—“In all my experience 
in the shoe business, I have never wit- 
nessed such a wide range of widths as 
are in demand at present,” says Mr. 
Hickok, manager of the Wood Street 
store of the Florsheim Men’s Boot Shops. 
“We are selling from extreme narrows 
to extreme broads.” 

Mr. Hickok finds business fair, and 
considers this the critical period which 
will forecast the business conditions 
that will prevail throughout the winter. 
He cannot say that business has im- 
proved unusually since the beginning of 
the fall season, but feels that there is 
nothing to be alarmed about as he is 
doing a steady trade. 

Mr. Hickok’s store has been located 
at 442 Wood Street since the latter part 
of April, and is one of two stores oper- 
ated by the Florsheim Company, in 
Pittsburgh. He feels that it is an ideal 
location. In the same block with him 
are many old establishments of men’s 
outfitters. 





Expects Big Purse Sale 


CLEVELAND—Richard C. Hawkins, as- 
sistant manager of the Hanan & Son 
store at 1401-03 Euclid Avenue, states 
alligator has been found to be a pop- 
ular favorite among the patrons. Pat- 
ent leather has been going well, both 
in black and colors. Cherry patents 
have proved to be good sellers. Silver 
and gold evening slippers are begin- 
ning to move now. Strap pumps have 
received a heavy call lately. During 
the past two months blue kids have 
been brought out in a ——— blue 
shade. According to Mr. Hawkins, 
there has been a big demand for rhine- 
stone and cut steel buckles. In men’s 
footwear the tendency seems to be to- 
ward the darker brown. 

Mr. Hawkins reports a new line of 
purses—a novelty in the shoe trade. 
Cherry patent, alligator and lizard are 
featured, as well as the plain colors in 
patent leather. Purses are designed 
to match the shoes in almost any shade. 
The purse line is expected to sell well 
during holiday season. 


Zippy Style Windows 


BuFFraLoO—A unique window display, 
linking up the Goodrich Silvertown or- 
chestra, which is playing at a local 
theater this week, with the Goodrich 
“Zippers” overshoes, has attracted con- 
a mags : * the Buffalo Walk- 
ver Shop. John , manager 
of the store, stated that, while it migh 
be rushing the overshoe season a bit, 
the display has been the medium for 
at ng quite a 
In the outside front center show 





Real Reptiles in White’s 
Display Window 


Boston—One of the big front win- 
dows of the R. H. White Company on 
Washington Street attracted thousands 
of shoppers during the past week, when 
some 100 to 150 python and alligator 
skins, in shades of mottled gray and 
brown, realistically “wriggled” down 
walls and across the floor to artistically 
made shoes, placed high on table stands. 
Two large frames were also occupied 
by the reptiles—altogether there were 
bout 600 feet of the fashionable 
crawlers, emphasizing a footwear mode. 


Low Cotton Price Hits 
South’s Retail Business 


NEw ORLEANS—It is almost the 
unanimous opinion that the shoe busi- 
ness in New Orleans at this time is 
several months behind last year’s rec- 
ord. The low price of cotton and the 
continuance of warm weather are fac- 
tors cited by local merchants. 














Wouldn't they 
look well 
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Shown a 

in Florida Brown Alliga- 
tor with Ivory Snake trim- 
mings. 


Order by Mail 
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‘* Shoes for Baby.” — — — 


Seldom does the mother of any baby 
go shopping without making this no- 
tation on her list. —~ —~ — 


Do you appreciate what it really 
means to fill this mother’s need— 





claiming her attention for shoes for 
herself by making a real item of shoes 
forher Baby? -—~ 7 o>“ 


Mrs. Day’s Ideals, made for babies up, 
to three years of age, are building pat- 
ronage and profit for many of the 
finest shoe stores. —~ —~ — 


We will gladly send you 
a copy of the catalog 


Mrs. Day’s Ideal Baby Shoe Co. 


Danvers, Mass. 
BOSTON CHICAGO NEW YORK 


12 West St. 325 W. Jackson Bivd. 


387 4th Ave. 


Better little shoes are not made 
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ENUINE Alligator fash- 


ions this smart little 
oxford, which fits delight- ~ 
fully round the ankle and 
adopts a medium heel A 
clever complement to the 
Autumn Taitleur 


The Ensemble—15.00 
é 
) 


; ARTCRAFT SHOES — 
@q27 F STREET} 


Selected from Washington, D. C. 





Reptiles Drag 





Satin Is Now “The Snakes Hip” 


GREENVILLE, S. C.—*Velvet has not 
shown any strength yet—no demand for 
it,” reports J. M. Williams of Patton, 
Tillman & Bruce. “Satin shoes in high- 
heel ankle-straps and step-in pumps are 
showing more strength. Shoes trimmed 
with reptile skins are dragging. Sport 
oxfords with short vamps ard Cuban 
heels are moving, freely, selling best 
when trimmed with contrasting leathers 
rather than with reptile skins.” 


Open Women’s Shoe Dept. 


Detroit—Schmitz & Schroder, for 
many years handling men’s apparel 
lines exclusively, have opened a wom- 
en’s shoe department in connection with 
womens’ dresses and coats on the fourth 
floor of their building. 


















Suburban Branches 


One of the Great Family Stores 
of America Spreads Out 


» Kansas City, Mo.—The Robinson 
Shoe Company, whose main store is at 
1016 Main Street, recently has opened 
a new branch at 6231 Brookside Boule- 
vard, where only women’s and children’s 
shoes will be sold. The store consists 
of two rooms with an arch between. 
One of them is the sales room and the 
other devoted to the care of younger 
children. The manager of the new 
branch is Mrs, J. J. McCormick, who 
began as a sales lady in the main store. 
The other Robinson branch, at Forty- 
seventh Street and Mi!i Creek Drive, 
also is managed by a woman who began 
on the sales floor of the main store. 
She is Mrs, Gladys Brown. The policy 
of the company is to have women man- 
agers for their women’s stores. 
Robinsons report strong demand for 
the abbo patents and other colored 
patents. Blue kids also are good. 
Prices here run slightly lower than the 
central figure of $10. 


Sparkling Feet First 


SAN FRANCIScO—Square-cut crystal, 
surrounded by mounted brilliants, is a 
new idea in buckles featured by the 
Bootery. They are selling at $85 and 
$100. Brilliant greens, yellows, blues 
and reds in_ semi-precious stones, 
mounted in silver Colonial-effect buckles 
are being offered to lend a colorful 
touch to plain black patents. These are 
at $10. Nover stone-studded bands of 
gilt metal intended to be fastened to 
the shoe along the outer edge and half 
way across the front are other novelties 
that are adding a spice of interest to 
Bootery showings—and sales. 


Liberty Shoe Co Wins City 
Contract 


BurraLo—The Buffalo City Council 
has awarded the contract for supply- 
ing shoes, to be distributed by the Bu- 
reau of Public Welfare among the city’s 
poor, to the Liberty Shoe Company. 
Liberty, was low bidder, the contract 
amounting to about $13,000. 

This shoe contract has been under 
discussion by Buffalo city officials since 
last spring. Other bidders were: G. 
R. Kinney, Inc., and A. C. Smith and 
Son. The Sattler Shoe Company, which 
protested the decision of the City Coun- 
cil on the first bid last spring, did 
not submit figures in the new bidding. 


What the “Jodhpor” 
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Give Smokes to Get Men into 
Shoe Store 


San ANToONI0O—Here’s a little stunt 
which is being worked with good re- 


sults by R. T. McCrary, manager of 
the shoe department of Washer Broth- 
ers Company. 

On the men’s side McCrary has 


placed handy to the seats a half a 
dozen smokers’ sets with popular 
brands of cigarettes in the racks. 

“T’ve found it to be a good stunt,” 
McCrary said. “Besides creating an 
atmosphere of congeniality, it puts the 
men customers in a good humor right 
off the bat. I’ve never seen one fail 
to take notice of the effort to. make 
him more comfortable while he’s select- 
ing his purchase.” 
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i You know what we started 
| when we originated 
RAJAH CREPE RUBBER 

SOLES 







Now we give you some- 

thing even bigger in our 

RAJAH CANVAS 
SHOES 


; 











made 


LL the 
RAJAH Soles so universally 
popular are found in RAJAH Shoes 


—and more. 
* * * 


elements that 


For the first time it is now possible 
to get a pure crepe rubber sole on a 
canvas upper—without vulcanization. 


Meaning that the peculiarity of any 
foot will find its form in this shoe 


without discomfort after one wearing. 


ALFRED HALE 


ATLANTIC, MASS. 


Originators of and 


REG. U.S. 


sole 


RUBBER 


 peadaer of offering resistance to 
hard surfaces the RAJAH sole 
“gives and takes” with the tread— 
barefoot freedom with ample protec- 














tion. 
* ok K 


All the RAJAH Shoes we could make 
last season were sold to the highest 
class of trade by the leading sport 
wear dealers. They have reordered 
thousands of pairs more for next sea- 
son—a highly significant fact. 

ee ea 


Before you place your orders* see 
this advanced canvas shoe. 





PAT. OF F. 


*The ideal way to appreciate what RAJAH 
CANVAS SHOES are is to order a pair on 


your own size. 


COMPANY 


ESTABLISHED 1837 


makers of RAJAH Products 
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Says Lefts and Rights in 
Hose Are Right 


BurraLo—C. H. Barton, one of the 
country’s leading shoe men, reports 
splendid business in both of his stores, 
the main one at 656 Main Street, and 
the branch shop at 237 Franklin 
Street. Mr. Barton, exclusive handler 
in Buffalo of “Right and Left” hosiery, 
is pushing this to the limit along with 
his shoe sales. 

As Mr. Barton is the only handler 
of the new-style, square-toed, “Right 
and Left” hose, so he was the first 
Buffalo shoe man to install an X-Ray 
machine in his stores. Every person, 
man, woman or child, who comes into 
Barton’s for shoes has a foot analysis, 
gratis of course, by the X-Ray machine. 

Another Barton idea is the insertion 
in each box of shoes sold of a slip that 
the shoes may be returned if unsatis- 
factory in ‘any way. This has a great 
appeal to the buyers and is backed up 
to the limit by Mr. Barton. 


Window Motion Increasing 
Trade 


Boston—For two days during the 
past week the shoe department of the 
Kennedy Company, Marcus McWeeny, 
manager, increased its business 25 per 
cent as the result of a sole testing 
machine in operation in one of its big 
Summer Street windows. This sole 
testing machine is owned by the Selz 
Schwab Company, Chicago, for testing 
sole leather as to quality, wear and sta- 
bility. Twelve different leather strips, 
2 x 4, were attached to an emery wheel, 
which rotated several times for each 
strip and showed by -means of a mi- 
crometer the net result to a large num- 
ber of lookers-on, who later came into 
the store to buy. 








OXFORDS 
—are RIGHT, rite now! 


A SPECIAL EXHIBIT AND FEATURE 
AT THE GREATER ALL THE WEEK 


petite 
then still another whisper or two, on 














Shoe Merger 


Bradley and H. B. Goodrich in 
Combine 


HAVERHILL—Confirmation is given 
this week of the merger of the Brad- 
ley Shoe Co., in this city, and the 
Hazen B. Goodrich & Co., also of this 
city. The consolidation represents one 
of the most important business reor- 
ganizations in the local industry in 
several years. The business of these 
two well known firms, making women’s 
turn shoes and men’s slippers, will be 
combined under one head. The merger 
of these firms which are so closely 
allied in production and personnel is 
expected to work te the great com- 
mercial advantage of both. 

The merger is now in process, but 
final details of reorganization are yet 
to be perfected. The business will be 
conducted at the Goodrich Haverhill 
factory, the firm name yet to be deter- 
mined. The organization will bring 
together such well known shoe men as 
Frank H. Bradley, Everett Bradley 
and George W. Langdon, Jr. All are 
widely known throughout the trade. 


Amateur Contest 


Everybody Tries Writing Shoe 
Advertising 


CEDAR Rapips, Ilowa—The Lynxwiler 
Walk-Over Shop is experiencing a con- 
siderable volume due to participation 
in a “Right-Ad” contest being run by a 
local paper in which one firm in each 
line is represented and prizes awarded 
for the best ads by amateurs written 
each week for ten weeks. It has di- 
rected much attention to the store and 
has brought an increased volume of 
business. 


Galoshes at Golden Gate 


San FrRancisco—Galoshes have never 
been worn in San Francisco before, but 
this fall a number of stores are waiting 
the advent of rainy weather to try out 
their hunch that the novelty of the idea 
may om them across. The majority of 
merchants are also ready for underfoot 
poe mag with ample stocks of colored 
ru ‘ 


Retail Salesmen Silent— 
While Speakers Tell 
"Em “How” 

PR rete so ME gl held its 
coven ainaat aatneg of te. tote 
fa ne wl Pe ie “ey a 
° ) even. were: 
nar rar Suff County, po 
William Sullivan of the ‘Com- 
pany, who gave a talk on “How 

to More Merchandise.” 
on the of the Na- 
Assocation of Retail Shoe Sales- 
were made. P. F. 


men 
dent of the as as that of 


i 





“Gene Tunney Wears 
°"Em,” an Ad Stunt 


Burrato—The fact that Gene Tun- 
ney, recently crowned heavyweight 
champion pugilist, is a wearer of the 
Thom. McAn shoe is being pushed in 
the Buffalo McAn stores as*an adver- 
tising stunt. In the front window of 
the main store, 317 Main Street, there 
hangs a photograph showing Tunney 
being fitted with a pair of “McAn’s.” 

Commenting on business in general, 
the manager of the Main Street store, 
Mr. T. Kaucher, stated that the recent 
run of inclement weather, complained 
of by many shoe men here, had not 
affected their business at all. Black 
is the selling color in this shop with 
the blucher outselling the bal and the 
fancy patterns, particularly brogues 
and Scotch grains doing better than 
the plain styles. 


Elks Stage Party 


Shoes Featured in Fashion Revue 


CINCINNATI—A million dollar fash- 
ion revue, staged by the Elks at Music 
Hall during the past week, has ex- 
cited much interest. Black was a pre- 
vailing shade and was relieved by 
dashes of color. Transparent velvet, 
lined with chiffon, made a distinctive 
costume. Metallic cloth of d and 
silver with brilliant trimming also 
caused widespread comment. Shoes to 
harmonize were featured. 


Pokorny Adds Another 


NEw ORLEANS—Ralph Levey, general 
manager of the Pokorny stores here has 
opened his fourth store recently on 
Canal and Carondelet Streets. 
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Shoe Market News 


Sources of Supply That You 
Should Follow—Weekly Opin- 
ions of Leaders of Industry 


Boston factories 
Boston are in the seasonal 
lull. Manufacturers and wholesalers 
are looking forward to the various 
shoe style shows which are to be 
held this month, presenting “safe” 
footwear fashions for spring, 1927, 
to put the retail shoe merchants of 
the country into a better buying 
mood. In women’s lines for spring, 
there is much talk about colors—rose 
blush, one of the pink blonde shades, 
and shell gray, leathers are being 
bought by footwear manufacturers, 
who’ realize that the big problem, 
with leathers similar in shades to 
those of last season, and with a sea- 
sonal proposition, like the women’s 
style business, is to make shoes that 
will be “absolutely different.” There- 
fore, makers of women’s novelty 
shoes are “trying out’ colors, and 
patterns, and lasts, very carefully, 
and have been using any “slack” 
time for experimentation in authori- 
tative creations. At factories mak- 
ing children’s shoes, trade is reported 
as exceptionally good. Collections 
are generally satisfactory. 


Let's Concentrate 


By A. F. Bancroft 
Bancroft Walker Co. 


For the past 
few years there 
has been a grow- 
ing appreciation 
of the value of 
concentration of 
lines in the pur- 
chasing of shoes. 

It is pleasing 
to see that those 
merchants who 
have followed 
this principle in 
a practical way, and at the same 
time have kept themselves “i 


A. F. Bancroft 


in- 
formed” and “on their toes,” have 
demonstrated the soundness of this 
principle. 

It is to be assumed that any mer- 
chant capable of making a real busi- 
ness success is too keen and too 
broad to “fall asleep” because he is 
confining his principal purchases. 


It is to be hoped that this prin- 
ciple will become more and more the 
guiding star of retailers and manu- 
facturers in getting away from the 
chaotic, irresponsible, conditions of 
a few years past. 


e 

Milwaukee 4, *, ° 
weather reacted unfavorably accord- 
ing to the Milwaukee manufacturers 
and slowed up business, but at the 
end of the period an increase was 
noted, especially in the mail orders 
received which gave indications of 
putting the volume back to the nor- 
mal plane. One of the concerns re- 
porting said that it had not been 
affected by the weather and it was 
now producing more shoes than it 
ever had before. This same com- 
pany stated that there has been a 
tremendous sale on tap soles in re- 
cent weeks which had not been an- 
ticipated. Blacks and tans are 
about even in the production of the 
manufacturers and the tans are be- 
ing made up in the dark shades. It 
is the opinion of one of the firms 
that the next season will see a de- 
cided trend to lighter shades than 
have ever prevailed, and that lighter 
shades should start moving on ad- 
vance orders in about thirty to sixty 
days. Patents are still leading in 
the ladies’ footwear but tans are 
selling better than they have been 
this season in both the dark and 
light shades. The trimmed foot- 
wear has reached its peak according 
to some of the companies which look 
forward to a _ recession in the 
trimmed shoes for ladies. Pumps 
in the various shapes in the patents 
and tans are moving the best but 
oxfords have shown a good increase 
recently, especially for street wear. 
The ladies are favoring the oxford 
which appears to be heavier than 
usual, but in reality is of light 
weight. Cuban colored heels are in 
good demand. Cherry patents con- 
tinued to receive a good call in the 
style lines for ladies. 


° Production. in 
Haverhill jio‘tcar indus. 
try took a decided drop this week, 
the slackness becoming especially 
noted in the shops making cheap and 
medium-priced McKays. Turn foot- 
wear moves with varying volume, the 
better-grade producers faring well 
for this season in the year. Welts 
continue to show that stimulus 
which has been so encouraging 
since mid-summer. , Although welt 
production in the local industry is 
restricted to three plants, this type 
of production will tend to increase. 
Several important mergers and 
other forms of reorganization are 
taking place, which are expected to 
add soundness to the new season’s 
business. Plain pumps, D’Orsays, 
tongued pumps, and fancy oxfords 
are the patterns featured in present 
business. Patent runs still strong. 
Velvets appear to have reached the 
saturation point. Increased use of 
tan calf is noted in several factories. 
Heels continue high. 


Looks Better for Turns 


By Everett Bradley 
Bradley Shoe Co. 


The turn shoe 
business has 
been undergoing 
a trying period, 
but is now look- 
ing up: Mc- 
Kays appear to 
be in the saddle 
under $6, but 
the hope of the 
turn shoe busi- 

~ Bowens Seaton ness is in vol- 
ume sales above 

the $6 mark. Manufacturers are 
grading up their lines to serve this 
trade. Shoes at a price which has 
characterized recent seasons’ buying 
is conceded to have given great ad- 
vantage to the McKay branch of the 
industry, but the turn manufactur- 
ers now believe an outlet is being 
created for shoes which will sell for 
$6 and $7, and even the $9 and $10 
figure, a market which the turn shoe 
producer can serve with success. 
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The National Shoe Style conference held this week in 
New York is the industry’s greatest instrument for progress. 
The serious function of this conference was to build a 
? platform of style procedure for Spring and Summer, 1927. \ 
Its obligation to the public is best expressed in the words of 
S President Calvin Coolidge, “An organization with a high 
purpose of making more efficient the economic machinery 
by which the needs of the buyer are met, must of necessity 


~ be beneficial.” 

4 Little in the way 
St. Louis of new patterns 
or colors have appeared in the local 
wholesale market this week, as 
manufacturers are busy shipping 
floor merchandise and, not unnatur- 
ally, wish to hold their new styles 
in reserve for the big show the lat- 
ter part of this month. The fac- 
tories, generally speaking, are busy 
and have been for some time. From 
the point of view of volume of busi- 
ness done it has been a very satis- 
factory fall. 


Business in Wonderful Shape 
By John A. Bush 


* President, Brown Shoe Co. 


The shoe and 
leather business 
enters 1927 in 
wonderful shape. 
There is no. ac- 
cumulation 
of hides and 
leather. The pub- 
lic has acquired a 
footwear con- 
sciousness which 
will demand 
pretty shoes for 
women and good-looking new styles 
for men, and really clever shoes that 
fit the feet of boys and girls. 

The Southern cotton situation 
cannot be lightly dismissed, but al- 
ready well-grounded financial plans in 
cooperation with the established 
Federal institutions have been set 
in motion by the individual South- 
ern States which will certainly help 
stabilize conditions and tend to di- 
versify crops during the coming 
year. A large crop employs more 
people in picking, handling and ship- 
ping, and I question whether the low 
cotton price will be maintained, as a 
very low price for any important 
commodity creates new demands and 
new uses, and the situation is thus 


gradually corrected. 





John A. Bush 


Our business for 1926 has been 
good. Sections other than the South 
which were poor one or two years 
ago are now in much better shape. 
The American wage-earner will not 
be satisfied to reduce his scale of 
living, and the wants of 115,000,000 
people will make for a domestic mar- 
ket that will give a good output to 
plants that are economically organ- 
ized to produce popular priced shoes 
which will be in demand and which 
St. Louis is supplying and will sup- 
ply during 1927. 


Shops here have started 
Lynn to slow down for the 
turn of the year. It is expected, 
however, that the dull period will be 
of lesser length and strength than 
has been the case in former years. 
October production was good, some 
firms reporting that they made more 
shoes in October than in any month 
of the year. Production for ten 
months, in the Lynn district, was 
ahead of a year ago. Predictions 
for 1927, while strongly optimistic, 
are tinged with caution. Two dis- 
tinct movements are evident in 
Lynn’s industry. One is toward the 
production of better grade shoes, 
while the other is toward cheaper 
novelties:. Both are making head- 
way. 

Style development goes on stead- 
ily, with makers presenting varia- 
tions on familiar fall models and 
preparing new samples for next 
spring. For instance, heel heights 
vary from 8/8 to 22/8, and all of 
them are in good style just now and 
will continue so next spring. Just 
now there is much interest in square 


Competition Is Keen 


By R. H. Mitchell 
of Mitchell, Welch & Co. 


We are, you’ 
know, just finish- 
ing up the second 
year in the ca- 
reer of our new 
firm. We made 
more shoes last 
month (October) 
than in any for- 
mer month, and 
we expect to get 
our share of next 
year’s business 
in women’s footwear. We are not 
prepared to prophesy what next year 
will bring in the way of general 
business, but it has started out well 
with us. We find that competition 
is keener than ever, and we see no 
prospect of any abatement of the 
race for the: survival of the fittest. 
The big need is for good shoes for 
the average American girl. 





R. H. Mitchell 


Brockton Scoee siue 
gave further slight evidence of 
slackening during the week just 
closed. Most of the factories con- 
tinued operating on ‘fairly full 
schedules, but the work is not now 
being hurried through the plants. 
Shipments dropped from 10,000 
cases of last week to 8000 cases this 
week. Fairly good business is com- 
ing in from Southern points, but 
more Northerly stations and in the 
West there seems to be signs of ap- 


proach to the former immediate de- _ 
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Earlier This Year! 


Of course, you'll do a big business in Comfys this 
Christmas. You always do, at the holiday season. And 
when you count up Christmas sales and Christmas profits 
this season, you'll say: “I wish the Christmas season was 
twice as long.” 

You can make it so. You can’t stretch it beyond 
December 24th: but you can begin your Christmas season 
earlier. 

Get the jump on Christmas this year by at least three 
weeks earlier than ever before. Get your Comfy stocks 
out in your show cases, in your windows, on your counter 

~ | before the other stores have caught the Christmas alarm. 
Sa es ly Don’t be afraid to start too early. Our first big Christ- 
he mas advertisement appears in magazines carrying the De- 

cember date, but they’re out in November. Keep step with 

them. Get out the Green Book now; and order the dealer 

helps you need. You can start Comfy profits coming 

your way earlier than ever this year—if you want them. 


DANIEL GREEN FELT SHOE CO. 
General Offices: 
DOLGEVILLE. x NEW YORK 
This year the SALES OFFICES: 


Green Book 
has a_ special NEW YORK CITY BOSTON, MASS. CHICAGO, ILL. 


section devoted 10 East 43rd Street 10 High Street 189 West Madison Street 


to Christmas New York City Boston, Mass. Chicago, Ii. 


material, sup- 
plied to you 


free. Look it = 
Salts aniel Green 
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New England Awake 
By John S. Kent 
M. A. Packard Co. 


Shoe manu- 
facturers in 
New England 
are known to 
have a_ strong 
influence on 
those of the rest 
of the country 
and it seems to 
me they have as 
much _intelli- 
gence as those 
in. other  sec- 
tions. Shoe men the country over 
appear to me to be working in har- 
mony without thought that one in 
one district is superior to the other. 
The claim that New England manu- 
facturers still hold to the fallacious 
belief that the only business which 
pays is the export business is ab- 
surd. We are not trying to get ex- 
port business because it is impossi- 
ble to get our money. Nobody, 
therefore, wants export business. 
The same critic cites the incident of 
fancy shoes, claiming we sent out 
samples, got orders and then it de- 
veloped we did not have the slightest 
idea of what they were going to cost 
in stock and wages. This claim, too, 
is ridiculous. Our plan in this dis- 
trict, particularly in the manufac- 
ture of men’s shoes, has always been 
to make plain, simple footwear of 
good workmanship and material, 
and not outstanding fancy products. 

The statement that New England 
is debauched by continued importa- 
tion of cheap foreign labor is faise as 
far as the shoe factories go. The 
average wage of workers in indus- 
trial plants in New England is higher 
than in any other section of the 
country. The claim that New Eng- 
land manufacturers cannot sell their 
product to ‘New England workers 
because they cannot pay New Eng- 
land prices is absurd. Living con- 
ditions in this section of the country 
are as good as can he found any- 
where else. 

Compa- 


+ * * 
Cincinnati °°." ?3. 
taining in-stock departments report 
that sales have been exceptionally 
good since Oct. 1. In at least two 
instances the volume of business this 
month has exceeded that in Octo-_ 
ber, 1925, by approximately 20 per 
cent. Patent leathers constitute 
from 60 to 75 per cent of the sales. 
There is a limited call for black 
kids, satins and suedes. Patent 
pumps with heels about 18/8 in| 
height are selling well for prompt 
delivery. A three-eyelet oxford tie 








John S. Kent 
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in patent also is moving at a good 
rate. Cae-strap effects have been 
in fair demand. Bookings of staple 
shoes by local factories have been 
well sustained during October. New 
spring patterns probably will be re- 
vealed about Nov. 15, but a num- 
ber of manufacturers are expected 
to give the retailers their first 
glimpse of their advance styles at 
the St. Louis show. 


At Capacity for Months 


By John G. Holters 
United States Shoe Co. 


Cincinnati 
manufac- 
turers have been 
operating their 
plants to capacity 
for months. They 
are just finishing 
their fall run, 
which has been 





the best they 

have experienced 

John G. Holtes in years. Vol- 
ume has_ been 

away beyond expectations. Immedi- 


ate business and fill-in orders for the 
past month have been only fair, but 
better than a year ago. 

Outlook for spring very encourag- 
ing, and we feel that spring shoes 
will be purchased earlier than usual 
this year. To insure satisfactory 
delivery, Cincinnati market has 
made real strides forward this last 
year, and manufacturers as a whole 
are very optimistic as to the future. 


Let’s Spend Half Million 
Yearly 


[CONTINUED FROM PAGE 44] 


ing qualities. Heavy soles, broad 
heels and sturdy upper leathers to 
match them have made today’s shoes 
for men last longer than they ever 
did fifteen and twenty years ago. 
Then we cleverly made low-cuts a 
fashionable substitute for high-cuts 
in the fall and winter—and another 
source of production and profit for 
manufacturers and retailers got a 
bad and apparently permanent jolt! 

Next year must bring an im- 
provement in the men’s business. It 
has got to be. No manufacturer or 
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and work to the Men’s Shoe Na- 
tional Publicity and Dealer-Mer- 
chandising Campaign, now in proc- 
ess of organization, this campaign 
promises to produce the best re- 
sults of any general movement ever 
launched in the shoe industry. In 
drafting the plan, Paul Jones and 
Elmer Bliss and I have, I think, 
looked every difficulty squarely in 
the face and have put into the 
foundation of the plan all of the 
sound business practices that indi- 
vidual manufacturers and retail 
dealers have been using successfully 
for many years. Many competent 
authorities.in the trade have collab- 
orated with us, and I don’t think we 
have overlooked any advantageous 
feature. 


The prime keynotes of this cam- 
paign are: Give the retail dealers 
real help in selling men’s shoes! Get 
fully into the game with them! 
Spend some real money to make the 
campaign command nation-wide at- 
tention! Give the men of the coun- 
try correct and complete informa- 
tion as to how superior today’s shoes 
and shoe styles are, and help drive 
them into the retail stores! 

I wish every shoe dealer in the 
country could see how fully this 
campaign goes into his local prob- 
lems; how carefully it is built to 
assist him in selling the kind of 
shoes he wants to sell, knows he can 
sell, and ought to sell in order to get 
increased volume and _ increased 
profits ! 

I also wish every dealer could sit 
down with our committee and see 
how the campaign plan brings the 
manufacturers into a great, broad, 
unselfish cooperation with the retail 
end of the business—for the pur- 
pose of giving the public the real 
story of today’s shoes for men and 
making them appreciate it! 

This campaign is going to cost 
about half a million dollars a year. 
It is to run for at least three years. 
The shoe manufacturers and the al- 
lied industries are to furnish the 
bulk of the funds—on a guaranteed 
three-year basis. There will be no 
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We call them ‘‘$5.00 Retailers’ to indicate 
the price at which they can be bought. 
The buyer’s judgment of the shoes them- 


selves, however, controls the price at 
which they shall be sold. 


The fact is, very few Mitchell-Welch 
ae ee shoes actually sell as low as $5.00 
ee retail. 
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Mitchell-Welch Shoe Co. 


163 Commercial St. West Lynn, Mass. 
Boston Salesroom: 89 Bedford St. 
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Charles W. Evans, President of the 
National -Shoe Travelers’ Associa- 
tion, who will preside at the 1927 
N. S. T. A. meet, Chicago, Jan. 3-4. 


James D. (Jim) Boyle travels New 
England and New York State for 
the United States Shoe Co. He is 
pushing the Red Cross line. 
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G. C. McAtee represents Uphan 
Bros. Shoe Co. of Stoughton, Mass., 
with he ters at the Forrester 
Building, Los Angeles. 


Who’s Who on the Road 


The Men We Tell About Are the Ambassadors of Trade 
They Carry Shoes and Merchandising Ideas into Every Town 


HE Chicago Shoe Travelers’ 

Association held a luncheon 
“get-together” at the La Salle re- 
cently, at which the entertainment 
committee, through Dave Marx, 
chairman, made recommendations 
for an interesting banquet program, 
to be held during the big N. 8. T. A.- 
N. S. R. A. “meet” at Chicago, Jan. 
3-7, 1927. 


HE Wisconsin Shoe Travelers’ 

Association now has to its mem- 
bership credit 100 names. A Sat- 
urday luncheon meeting was held 
recently, with “Lap” L. Imig, presi- 
dent, in the chair. N.S. T. A. group 
insurance and the policy of the or- 
ganization in connection with future 
exhibiting during State conventions 
were discussed. 


é¢J ACK” CLARK, who covers Iowa 

for The Sherwood Shoe Co., 
recently celebrated his silver wed- 
ding anniversary. “Genial Jack,” as 
he is everywhere known, is promi- 
nent in association activities. He 
covers his territory by auto. He re- 


ports that his fall business was B 


in the Nation 
By HELEN M. HANEY 


HELTON R. HOUX, publicity di- 

rector for Edwin Clapp & Son, 
Inc., East Weymouth, Mass., is on 
a trip through New York, Pennsyl- 
vania and the Middle West. Shelton 
likes the business outlook on men’s 
fine shoes in. his territory and ex- 
pects to keep busy covering the 
aforesaid “neck-o’-the-woods” until 
the middle of November. 


AMES D. (JIM) BOYLE carries 

the Red Cross line of the United 
States Shoe Co. in New England and 
New York State. Jim reports that 
his business has increased forty per 
cent this year, and says that he is 
“thoroughly sold on the good old 
Unitel States.” One of his recent 
achievements is the placing of the 
Red Cross line in the brand new 
mezzanine floor shoe department of 
Plotkin Bros., women’s specialty 
‘shop, Boylston Street, Boston. 


L. RANKIN elec Am his 


4 


for the C. 1 


called on Charlie Brady, a former 
father of the Southeastern Shoe Re- 
tailers’ Association. Charlie is man- 
ager of the men’s shoe department 
for the George Muse Clothing Co., 
and has been one of E. L.’s 
“steadies” for a good many years. 
Mr. Rankin reports: “All’s well with 
Dixie business; outlook promising 
for a good fall season.” 


LOYD J. GORDON sells the 
lines of The B. B. Shoe Co., 
Milwaukee; Emil Lublin, Inc., New 
York, and the Woodbury Shoe Co., 





BOOT AND SHOE RECORDER November 6, 1926 


T will react to your immediate 

profit and to your advantage re- 
peatedly. It is recognized that extra 
profits and utmost customer satisfac- 
tion follow sales of Whittemore’s 
Superior Shoe Polish. The public 
has always shown a preference for 
shoe polish bearing the Whittemore 
name, There is no diminishing of 
such interest. It is selling today 
wherever footwear is worn. The re- 
tailer enjoys a liberal profit. 


For constant progress and perma- 
nency to a business there is always 
some substantial reason. Those who 
have given the matter any considera- 
tion, admit that in our case it is due 
to our uniformly high grade prod- 
ucts, backed by a liberal attitude to- 
ward the dealer, and an ability to 
supply the public with polishes 
which restore the beauty of every 
new leather made. 


BOSTONIAN SHOE CREAM 


is a big seller in our line of sellers. Right now you can profitably push it for 
fall and winter footwear. It is attractively and conveniently put up in black, 
tan, neutral and all colors for plain and fancy leather shoes. Offer it to your 
customers for belts and bags. 


OIL PASTE SHINE POLISH 


for black, tan and patent leather shoes fills every requirement of those who like 
a quick and easy. method of shining footwear. Liberal quantity. Attractive 


package. 


GOLD AND SILVER DRESSING 


bearing our trade name can be safely recommended for the most beautiful 
of evening slippers. It is harmless but rapid in action. The social season is on— 


capitalize it. 


CLEANALL 


is a perfectly safe liquid cleaner. One to be offered your trade any time for 
clothing or footwear. Non-inflammable. Leaves no stain. 


Keep well stocked with Whittemore’s Superior Shoe Polish 
Sold by all jobbers. Price list on application 


WHITTEMORE BROS., BOSTON, MASS. 


SUPERIOR SHOE POLISH MANU- 
WHEN PASTE ; 

YISH JS WANTED — FACTURERS NEARLY A CENTURY 
FOR BLACKS:7TANS:+ PA TENTS-* 














November 6, 1926 


of his firm; other prize winners 
were: R. P. Jones, who covers 
Michigan and Indiana; C. N. Fitch, 
Kansas, Oklahoma and Texas; Wil- 
liam J. Lovejoy, New England; A. 
Rooney, New York. 





OHN ALLEN, 
who spent 
several months in 
England the past 
spring and sum- 
mer, visiting his 


four brothers 
and sister over 
there, has re- 


turned again to. 
these good old 
United States, 
and is also back 
again with his 
old friends—The 
Juvenile Shoe 
Corpora- 
tion. His terri- 
tory consists of 
Minnesota, Iowa, 
Illinois, Missouri, 
Nebraska and 
‘ South Dakota. 








Shelton R. Houx, Publicity Director 


BOOT AND SHOE RECORDER 


elers’ Association. “Colonel Jim” 
has a shoe selling record of seventy 
consecutive years, interrupted only 
during his Civil War Service. For 
the past six years he has represented 
the La Crosse Rubber Mills in the 
“Windy City.” The Chicago asso- 

ciation has many 


times honored 
“Colonel Jim,” 
and it is hoped 
that he will be a 
frequent visitor 
at the Chicago 
“meets.” He will 


make his home 
near relatives in 
Kansas City. 





SCHAAR 

e of Love- 
land, Ohio, rep- 
resents the Mar- 
ion Rubber Co. of 
Columbus, Ohio, 
in western Ohio. 
Karl formerly, 
for six years, 
traveled parts of 
southern Ohio 
for Rice & Hutch- 





for Edwin Clapp & Son, Inc., East ins, Inc. 
H. MILNOR, Weymouth, Mass. He is now cover- 
@ well known ing New York, Pennsylvania and 
in the West, is the Middle West. OSEPH GOR- 
now covering the DON, sales 


large cities from Chicago to the 
Coast for Barney’s, New York. P. H. 
sells Barney’s ballet slippers and 
bench made turns. These shoes have 
not formerly been represented in 
this territory. 





ALPH WOLPE is now cover- 
ing Southern Wisconsin, below 

an east and west line drawn through 
Eau Claire, for The A. S. Kreider 
Co. He travels out from the Chi- 
cago branch of this house. Ralph 
was until recently Chicago sales 
manager for The Wolfram factories 
of Watertown, Wis. 


LIE CREEL is now on a 

two months’ trip through the 

South and Southwest for The Great 

Northern Shoe Co. Wylie hopes to 

return to his headquarters in St. 

Louis in time for the St. Louis 
pageant. 





OLONEL JIM RICHARDSON, 
aged 87, “the grand old man” 
of the Chicago Shoe Travelers’ As- 
sociation, announced his retirement 
from shoe selling duties at a recent 


meeting of the Chicago Shoe Trav- - 


manager for Brauer Bros. Shoe Co., 
is now on a western trip. He is 
covering the principal cities ’twixt 
St. Louis and 
the Pacific Coast 
with the “Para- 
dise” line. “Joe” 
was formerly a 
retail shoe mer- 
chant, so he 
knows what the 
merchants want. 
He will return to 
the big city of 
the “Show Me” 
State in time for 
the style pageant. 








ARRY P. 

LYNCH, 
vice-president of 
the Boston Shoe 
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RNON A. DICKSON, formerly 
representing Williams-Clark 
Co., Lynn, Mass., now covers from 
Boston to St. Louis up to Kansas 
City, then north to St. Paul, coming 
down through Chicago and the 
larger cities, such as Philadelphia, 
Pittsburgh, Columbus and Detroit, 
for Sheehan & Egan of Lynn, Mass., 
makers of women’s flexstitch shoes. 





OHN A. C. EMERSON of Med- 
ford, Mass.,. well known New En- 
gland shoe traveler, ‘was a_ policy 
holder in the new group N. S. T. A. 
insurance. When his death occurred 
suddenly, on Oct. 20, as a result of 
a cerrebral hemorrhage, he had been 
insured only a few days. Mr. Emer- 
son, in addition to other business 
interests, represented the Wise & 
Cooper Shoe Co. in New England, 
and also owned interests in shoe 
stores in Providence and New 
Haven. In 1911 he served his na- 
tive city as alderman. He is sur- 
vived by his widow, three sons: 
John, Mark and Ralph, shoe sales- 
men at 10 High Street, Boston, and 
a daughter, Irene. 





M. WILLIAMS is covering Vir- 

@ ginia and the Carolinas for 

The Roth Shoe Co. of Cincinnati. 

“TL. M.” until recently represented 
the Utz & Dunn Co. 





ALTER 
J. GALVIN, 
who covers the 
Pacific Coast, 


























Travelers’ Asso- left 

ciation, who cov- - the on 

ers the big cities . road May : 
of the Keystone  }- 1. Ulmer (ote = poe sell estate 
State, Ohio and 's, New York. He-has tem- and live at home, 
New York State, - porary headquarters at Hotel Sher- is conducting a 
for Howard & man, Chicago. genefal-real  es- 
returned to Boston after a five ance business. “Al” has much 
weeks’ trip. Harry reports that the unique data on “selling the commun- ~ 
trade is buying more men’s black ity,” as well as the home, with Long 
ee ee eee Island very much in the fore- 
son 
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Reasons Why— 
Jung Shoe Co., Sheboygan, Wis. 
Equip Shoes with USKIDE Soles 


One. 


Wildy USKIDE keeps the 
shoes in shape for 


a longer time. 


Watch for more reasons 
why shoe manufacturers 


prefer USKIDE Soles. 











United States @ Rubber Company 


TRADE MARK 


1790 Broadway, New York 


Sole and Heel Stocks in our following Branches: 
Boston Chicago New Orleans New York Cincinnati St.Louis Pittsburgh 


Portland, Ore. Los Angeles San Francisco 
Specify Shoes Equipped with 


USKIDE So 


les 
al 
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Here’s a hit for 
Holidays, one of the . 
prize winning . win- 
dows of Meekins, 
Packard & Wheat, 
Inc., Springfield, 
Mass. It was ar- 
ranged by Geo. E. 
Teschi. 





4 

F all the merchandise which 
O appeals to the buyer of chil- 
dren’s Christmas gifts, rub- 
ber boots, gaiters and “gym” shoes 
can be made the best sellers—pro- 
vided that they are featured as the 
leading articles in “Santa Claus’” 

pack. 


UBBER footwear makes a 

practical gift, and with the in- 
itialing “stunt” insuring orders in 
advance so as to secure just the 
right initials and colors for the 
quick identification of gaiters at 
school and college functions, more 
pairs can readily be sold. For foot- 
ball games, nothing is more com- 
fortable than gaiters. If the retail 
shoe merchant places a few pairs in 
his window with the initials of the 
local team thereon, with window 
background in the local team’s 
colors and the initials of the local 
team and those of the contending 
team, the public will be quick to get 
the “Buy Gaiters Now” suggestion. 


OLORED rubber gaiters and 
rubbers, placed beside sport 
hosiery and flanked by scarfs and 
brightly colored sweaters, make an 
attractive children’s window and 
one which will move more merchan- 
dise. Colored rubbers might be intro- 
duced into a children’s school shoe 
window beside gay “funny face” 
handled umbrellas in different col- 
ors. With umbrellas in bright red, 
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Give Kids a Thrill—Rubber Boots | 


Holidays Are Happy Days—Let’s Give ’Em a Reason 
for Entering the Shoe Store 


a pleasing color contrast is given to 
black rubbers or gaiters. These 
“funny faced” umbrellas are espe- 
cially adapted for display beside 
children’s rubbers in the smaller 
sizes, for they are designed princi- 


pally for children of from 8 to 12 


years of age. Among the designs 
on the handles are “The Old Wo- 
man Who Lived in a Shoe” and 
other Mother Goose characters. 

Colored rubber gaiters are effec- 
tive in display with colored rubber 
raincoats and hats to match. Thus 
is a stylish rainy day ensemble pre- 
sented for the college miss, with 
gaiters a very definite part of the 
costume. 


OLLS, rubber balls and other 

rubber toys, all in bright col- 
ors, make a charming Christmas 
gift “base” for rubber footwear for 
the little folks. An opportunity to 
get the big doll or the pair of boy’s 
skates featured in the rubber foot- 

















in a Christmas Win- 
dow Display of gai- 
ters, or rubber | 
boots, a similar “tie- 
up” of appeal would 
be effective with 
possibly more mer- 
chandise featured. 
The prize was won 
in the recent Keds 
Window Display 
Contest. 
























on his back and visits the homes of 
the boy and girl with the lucky num- 
bers. He also visits the homes of 
the ten largest purchasers of chil- 
dren’s rubber shoes in his midst or 
those homes which may be desig- 
nated by these purchasers, and do- 
nates to the very young children 
therein some inexpensive toys. The 
pair of skates to the small boy, and 
the doll to the small girl, are do- 
nated by Santa personally, as a re- 
sult of the drawing from Santa’s 
box—an attractive holly red-rib- 
boned box— placed in the center of 
the store—of the first boy’s name 
and the first girl’s name which the 
youngest member of the astore’s 
salesforce first takes from the box 
at six o'clock on Christmas eve. 


HIS merchant has found that it 
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** An extra pair of laces? 
You will not need an ex- 
tra pair. These shoes are 
Cordo-Hyde equipped.’’ 
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Such is the confidence of dealers in 
the Cordo-Hyde lace. 

The customer recognizes this con- 
fidence and appreciates the extra 
service. He cannot fail to see that 
the retailer selects his merchandise 
with care and stocks only reliable 


products. 


Secure in the knowledge that good-will is the root of his 
prosperity, the same retailer who insists on Cordo-Hyde 
laces is certain to stock Miller Shoe Trees as an added 


service to his customer. Miller 
trees are made in two styles— 
“Bete” and “Pack Fiat.” 
(Pack Flat illustrated at left). 
Both styles are simple and 
quick in adjustment and are 
made in men’s and women’s 
sizes. 


O. A. MILLER TREEING MACHINE COMPANY 





Shoe Tree Division 





Brockton, Mass. 
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Styles Conference 








TABLOID ON THE 





ALLIED INDUSTRIES STYLE SESSIONS 
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Color Harmony 
Strikes Note 
At Style Meet 


A regular party. Color. Oceans 
of it. Charming company. Beauti- 
ful women, both among the diners 
and on the runway. An ideal set- 
ting to put the shoe men in the 
proper mood to determine the style 
and color trend that will rule in the 
footwear field for the spring and 
summer of 1927. 

Thus it was the shoe and leather 
trade held its second get-together 
style party this year at the Hotel 
Astor, New York, Thursday night, 
Nov. 4. As was the case with the 
April affair, the conference was di- 
vided into two sections, a large get- 
together dinner and style revue at 


formation of the actual program 
to the business session on the follow- 



























Fifteen hundred shoe merchants, manufacturers, tanners and 
others ‘participated in the banquet, conference and style revue 





Red Hot Tips 
Color is the whole thing in the 


2 scheme of style for Spring and 
> Summer 1927. 
Expect color to lighten as the sea- 
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Holden Urges Colorful Season 





Merchants Make 
Style Platform 


Preliminary Report Accepted 
Without Change—Retailers 


Dominate 





New Yorx«, Nov. 5.—Biggest deliberative 
gathering of the trade results in complete 
victory for the shoe merchants, for they 
put over their report in toto and without 
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Platform of Shoe Styles For 


WOMEN’S STYLES 
Types for General Use 
PATTERNS 
1—Strap effects. 
2—Open tie effects. 
3—Oxford effects. 
Some gore and step-in effects. 


LASTS 
Present types. 


HEELS 


8/8 to 14/8 
12/8 to 14/8 predominate. 


MATERIALS 
1—Tan leathers. 
2—Black leathers. 
3.—Colored leathers. 
Colors will lighten as season advances. 
The smarter types of shoes recommended under 
this classification will be appropriate for wear 
with sports costumes, which, it is believed, will be 
popular for spring and early summer wear. 


Novelty leathers and reptilian effects will be 
used as trimmings and with some allover effects. 


For Sports Wear 


PATTERNS 
Oxford and tie effects. - 


LASTS 
Present types. 


HEELS 
8/8 to 12/8. 


MATERIALS 
Tan and colored leathers and combinations, white 
leathers and materials and combinations. 





As Promulgated at Joint Style 


WOMEN’S STYLES 
Types for Dressy and Informal Wear 


PATTERNS 
1—Light airy strap effects. 
2—Opera and pump effects. 
3—Light airy tie effects. 


LASTS 
Present types prevail. 


HEELS 
14/8 to 17/8. 
18/8 to 20/8. 
13/8 and below. 
The character of the shoe should determine the 
shape of the heel. 


MATERIALS 
1—Colorful shoes. 
(This includes the blonde, gray and tan shades. 
Refer to Color Card.) 
2—Patent and black leathers. 
3—Black satin. 
4——White leathers and materials. 
Novelty leathers and reptilian effects will be im- 
portant for use as trimmings and will have some 
value for use as all-over shoes. 


Evening Slippers 
PATTERNS 


1—Straps. 
2—-Pumps. 


LASTS 
Present types. 


HEELS 
16/8 and up. 


MATERIALS 
1—Silver and gold kid. 
2—Silver and gold brocade, plain or trimmed. 
_ 83—Paisley brocades, plain or trimmed. 
4—Black satin, plain or trimmed. 
5—Glazed and plain finished leathers in pastel 
shades. 
6—White satin and plain or metal brocade (suit- 
able for tinting). 








is one of the key industries of the country. 
This campaign is not going to be so ex- 
pensive—but will not be effective unless 
somebody cooperates all shoemen into the 
campaign.” 

John Holden—“It's said styles for women 
originate in Paris. Pérsonally, I believe 
that less than half of one per cent origi- 


ee ee ee ee 
believe from observation that there is.more 
style in one day in one window in a shop 











in some of our American cities than there 
is in all Paris. 

“We now recommend patterns that will 
be light and airy—that will bespeak Spring, 


‘we do not intend to place pattern in first 


place. Most important point in fashion for 
Spring will be color. Pattern has ceased to 
be the outstanding feature of style in-foot- 
wear—we have overabundance of patterns. 
The order of style now will be: first, color ; 
second, material; and third, pattern.” 





Plan to Herald Spring 


with Color and More Color 
New York, Nov. 4—The Shoe 


Styles Committee of the N. i wd : 
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Spring and Summer 1927 


Meeting in New York—Nov. 4 and 5 


MEN’S STYLES 
Shoes for General Wear 


TYPES. 
Oxfords 90% depending on locality. 
LASTS 
Modified Balloon, Brogue, Wide French, Medium 
French. 
Some custom types in higher grades. 
COLORS 


Rich shades of light and medium tan, (Undoubt- 
edly tans will predominate over blacks). Golden 
. and medium brown and black kid. 


HEELS 
8/8 with a possibility of some extreme high heels. 
Rubber heels still strong. 


LEATHERS 
Light and medium weight bright finished calf and 
kid. ~» 
There seeems to be quite some tendency for fancy 
leathers. Some tendency to alligator, all-over 
and alligator trimmings. 


Styles for Informal Evening W ear 
TYPES. <b 


Light weight oxfords, plain and tipped. 


LASTS 
Medium and Brogue types. 


LEATHERS 
Light black calf. and patent leathers. 


HEELS 
Shapely leather heels, 


Styles for Formai Dress Wear 
TYPES. j 


Light weight plain toe oxfords. 
LASTS 
Medium and Brogue. 


LEATHERS 
Patent. 


HEELS 
Close trimmed shapely heels of leather. 
Styles for General Sport Wear 


TYPES. 








JUVENILE STYLES 
For School Wear 


PATTERNS FOR GROWING GIRLS 
Open tie effects, collegiate oxfords, straps. 

PATTERNS FOR MISSES AND CHILDREN 
Oxfords, tie effects, straps. 

LEATHERS FOR GROWING GIRLS 
Colored or tan leathers with novelty trimmings; 
and patent leathers. 

LEATHERS FOR MISSES AND CHILDREN 
Colored or tan leathers. 


Play Shoes 
PATTERNS 
Oxfords in plain toe and tip effect, moccasins, 
sandals. , 


LEATHERS 
Elk in tan and other colors. 


For Dress Occasions 

PATTERNS 
Misses and children, straps, open ties and step- 
in gore pumps. 

LEATHERS 
Patent, colored and fancy leathers (See Color 
Card). 

GROWING GIRLS 
Light airy straps, step-ins and pump effects, with 
novelty leather trimmings. Open tie effects. 


of sport effects in leathers, lasts and patterns. 








— SS 
Brogue and Medium. 
SOLES ; 
Leather and all types of rubber. 
COLORS 


Colored leathers, in combinations, 
THERS 


Calf, smoked, buck and grain with a 
toward fancy leather trimmings. tess 


I 
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[CONTINUED FROM PAGE 74A]} 
fore deciding to attend the big show 
we must be content with seats in the 
Myrtle Room or in one of the boxes 
in the balcony. The promoters ex- 
pected 800 and about 1500 are here. 
A regular crush of a party, with the 
waiters doing some halfback stunts 
to get through the line and serve the 

food. 
Big Boys There 


VER against the east wall at a 

long table sit the speakers and 
the big guns of the trade, with John 
C. McKeon, the master of ceremonies, 
in the center of the group. A glance 
over the assemblage gives us a long 
list of Who’s Who in the shoe and 
leather trade. 

Now for the dinner: a bounteous 
feast, and while it is served we talk 
shop and other things with our table 
companions. Then the more impor- 
tant work of the evening begins 
when Herman Meyer introduces Mr. 
McKeon, who, in a few well chosen 
words, explains the program of the 
evening. In his opening remarks he 
calls attention to the File-O-Style 
distributed by the Boot AND SHOE 
RECORDER immediately after the din- 
ner and introduces to the audience 
G. H. Lane, a shoe merchant of New 
South Wales, who had carried a File- 
O-Style on a journey of 30,000 miles, 
completely around the world. This 
particular copy of the April issue, it 
seems, was sent to Mr. Lane by Ed- 
ward H. Robinson, and Mr. Lane, 
after using it in his business during 
the summer months, which are win- 
ter in the Antipodes, brought it with 
him on a buying trip to Europe and 
thence across the Atlantic to New 
York. 

After John J. Holden, chairman 
of the styles committee for the Na- 
tional Shoe Retailers’ Association, 
tells us about the work of the retail 
committee in preparation for the 
conference, the style revue is ready 
to go on. 

The Style Revue © 


ISS LUCY PARKS of Harper’s 
azar, who in conjunction with 
others arranged the style revue, in- 
troduces this event with a little 
preface on the general color and 
style tendency for spring. 
“Since it is quite apparent that 
color and material are the out- 
standing considerations,” she says, 


‘Wwe have approached the subject 
from that point of view and have 
chosen to present a number of the 
newest fabrics which will be selected 
by well-dressed women for their 
spring costumes. The shoes these 
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women will wear. will be chosen to 
harmonize with the costume in ma- 
terial and in color. 

“We have chosen to use the fab- 
rics rather than the completed cos- 
tumes, both because they affect 
fundamentally the selection of shoe 
materials and colors and because it 
is impossible to predict with abso- 
lute certainty the costume outline or 
silhouette at this date. 

“You will find that in some cases 
the shoe matches the costume and in 
others it presents a harmony or a 
contrast. Many of the new shades 
of beige and gray in kidskin and 
suéde and snakeskin are very attrac- 
tive when they are worn with cos- 
tumes of the same shade. Other 
colors in dress fabrics, the high 
colors and the pastels, require a 





Three Points in Spring 
Shoe Selling Program 


Here are three points which 
John C. McKeon deems essen- 
tial to bear in mind in pre- 
paring the spring selling pro- 
gram: 

“First, we must by all means 
maintain and increase the pres- 
ent element of shoe conscious- 
ness. We must make style 
always a factor. 

“Second, give the public 
value. If wearing value is de- | 
manded, supply it. If style 
value alone is demanded, su 
} ply it. But nothing can m # 
more effective than the com- 
bination of style and wearing 
> qualities. 

“Third, instead of always 
thinking of more styles let us 
think of more business on the 
styles that already have been 
created and that the retailers 
have. in stock.” 











harmonizing shoe, since it is still 


true that high colors in footwear 
A few 


are specialized in their use. 
will be shown with appropriate fab- 
rics. 

“You will observe a great variety 


in shoe material and in their com- 


binations. This variety and the use 
of two or three materials in one 


‘shoe is, of course, the most impor- 
tant and interesting feature of 
We have not 


smart footwear today. 
yet come to the énd of its possi- 


bilities.” 

The lights are dimmed, spotlights 
are trained on the runway, and the |! 
most beautiful models seen at any 
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style revue present the new harmony 
of color in costume fabrics and 
shoes. 

This presentation is divided into 
two parts, with an intermission. be- 
tween in which Paul Jones takes 
occasion to bring before the assem- 
bled shoe men the outline, plans and 
general idea back of the cooperative 
advertising campaign intended to 
stimulate the men’s shoe business. 
We'll return to him later. 


Show Men’s Shoes 


OLLOWING the second half of 

the women’s style revue, two more 
features are presented, the first a 
group of men models, who illustrate 
in dress and dialogue the point of the 
proper shoe for the occasion, and 
the second a peep at the Leather Age 
at its height, in which women models 
in leather coats, hats, bags and shoes 
present a real harmony in leather. 
Most of these models wear Russian 
boots of exquisite leathers and work- 
manship. 

Now let’s go back a bit and listen 
to Mr. Jones. He tells us about the 
committee of twenty-one appointed 
after the last convention of the Na- 
tional Boot and Shoe Manufacturers’ 
Association. How they worked, sur- 
veyed, interviewed and _ collected 
facts on the situation in the men’s 
shoe game. He tells us that the 
facts show a 25 per cent decline in 
the business from 1914 to 19265. 
That although population of men 
and boys over 15 gained 17 per cent 
in the period, men’s shoe production 
fell off almost 10 per cent. More 
people and less shoes. A sad story. 
What’s to be done? 

“Rather Have’”—that’s the story, 
says Jones. Producers of other prod- 
ucts have made the men “rather 
have” their merchandise than shoes. 
We must make the men “rather 
have” shoes, now. Looks as if we 
are going to do it, since Jones shoots 
some hot figures showing over $200,- 
000 subscribed for the cooperative 
campaign of advertising already. 


~ND so with all this real meat 
A about style in women’s shoes, 
some style in men’s shoes and how 
and why we must put the men’s game’ 
back on the map, a recollection of 
color, lights, beautiful women and 
beautiful fabrics and shoes on the 
runway, we take ourselves out into 
the night, to go to our hotel and 
of the heavy work of prepar- 
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the style program for spring. 
the next morning we do it. 
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with dotted filler. Can also 
made in medium toe, 12/8 to 

18/8 heel, for street or after- 
noon wear. 











R-523—Valencia”—A one strap with beauti- 
ful lines and an attractive new bucklette 
taotentoe. Tilustrated in Chanel Red Patent 
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EVER have women’s | 


shoes been more 
charming than the new jf 
models designed by Sher- f 

| | wood for the Spring Sea- 
i// son. Shall we send our | 
| salesmen, or samples? | 
| 

| 





CAR 3 
Rochester, N. Y. 


NEW YORK CITY 
| R. F. Schneider, 907 Marbridge Bldg. 
' 





| SHERWOOD SHOE 
| 






CHICAGO 
F. J. Le Pine, 1618 Republic Bldg. 








q | W. F. Schoell, 119 So. 4th St; 
me OAKLAND, 


RL 













76 . BOOT AND SHOE RECORDER 


November 6, 1926 








ADCS GSAS AS Gs GSAS Gs 








A short cut to 
added customers 


Fine Fitting D’Orsay Pumps 
White Satin - $3.85 
Imported German Silver Kid - $4.60 
A-C 18/8 and 14/8 Louis Heels 


Minimum Orders, 12 pairs to a width 


Ready for delivery 





Co. 








Lynn, Mass. 





The general construc- 
tion and fine fit of these 
shoes is bound to at- 
tract you as a regular 
Fair Sex customer. 


A few numbers in big 
demand are ready for 
delivery. 


“We make them as they 


want them” 


OOO Www 





No buttons to come off—no 
buttonholes to tear out. A 
feature that delights women. 






ZIP-ONS «> 


easy to sell, 


certain to please women 
buying children’s shoes 


VERY woman who comes into your 
store to purchase shoes for a child 
is a prospect for Zip-On Leggings. And 
the Hookless Fastener feature, the trim 
appearance and sturdy construction of 
Zip-Ons, appeal to women immediately. 


The Hookless Fastener means an end to 
troublesome buttons and hooks. Just open or 
close the fastener with a single pull—and these 
leggings are on or off the most active child. 
Dealers find they have only to bring out Zip-Ons 
with children’s shoes and let women try these 
Hookless Fasteners for themselves—their en- 
thusiasm makes an easy sale. 


Zip-Ons are smartly tailored in Waterside 
Corduroy and Waterside Suede. Like—as well as 
Jersey Cloth and Moleskin. 


Make this test yourself! Bend 
double a Zip-On with the 
Genuine Hookless Fastener— 
twist it— 





It comes out uninjured, 
working perfectly. The 
most strenuous play 
cannot harm Zip-Ons. 














LAP -OWNV 
LEGGINGS 


Howtetr & Hockmeyer Co., Fifth Ave., 





eslenloslesteaslentastester 


Cor. 26th St, N. Y., Sales Agent. 











ook al? /] 


















November 6, 1926 





“Audrey” 


Style No. 500—Audrey Blk. Moire, 
1 strap button, 18/8 Spanish 8 ike 
Heel, 75 


88 Pair Schedule only 







“Regent” 


Style No. 601—Regent —— Kid 
Pump, Dress Toe, 18/8 nish 
Spike Heel, 5 
Style No. 701— Regent White Satin 
Pump, Dress toe, 18/8 Spanish 
Spike Heel, 6.50 
OPEN cameras wr 
AAA 5 8 A 3% to 8 
AA 4% 4 8 B 2% to 8 
25c extra on orders less than 4 
Pairs 


“Chevron” 


Style No. 408—Chevron Patent Lea, 

One Strap Button, 16/8 Spanish 

Spike Heel, .00 
18 and 38 Pair Schedules only 


“Critten” 


Style No. 405—Oritten Patent Lea.. 

One Strap button, 14/8 Spanish 

Spike Heel, 00 
38 Pair Schedule only 


18 Pair Schedule 
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IN STOCK 











MILTON 


Our “Naturtred” Fashion welts with 
Drake shank for stylish foot comfort. 


Semi-rigid, flexible forepart arch relief, 
gives the support of a steel shank and flexi- 
bility of a turn forepart. 


Made with close edge Imitation turn, 
Cuban Woodheels, on combination measure- 
ment narrow heel lasts. 





Carried in stock in open schedules in the 
following sizes and widths. 


AAAA 6 to 9 . 4% to 9 

4to 9 
AAA 5 to 9 C 8% to 9 
AA 4% to 9 D 4 to 8 


Style No. 211—Milton — kid, 2 strap but- 
ton, 13/8 Wood Cuban Heel............ .75 
Style No. 311—Milton Col, 3 SH kid, 2 strap 
button, 13/8 Wood Cuban Heel......... 7.75 
Style No. 411—Milton Patent Sanibios: 2 strap 
button, 13/8 Wood Cuban Heel.......... $6.75 
ee Trade Mark in shoe if so speci- 
ed. 











Terms 
2% 30 days 


24 Pair Schedule 





























Style No. 501—Regent Blk. Satin 
Vamp, Bik. Moire qrs. pump, $5.75 
24 Pair Schedule only 


parte t 3 410—Adora Black Patent 
Lea. D’Orsay pump, 18/8 Spanish 
Spike Heel, 75 
Style No. ‘412—Cherry Iridescent 
Patent Lea. D’'Orsay pump, ee 
Spanish Spike Heel, 6 
24 and 38 Pair Schedules only 






“Delta” 


Style No. 406—Delta all Patent 
Lea., Gee + Saddle, 13/8 Wood 
a = Mf a all 
‘ out die, 16/8 
Spike Heel 4 soapiah 
18 and 88 Pair Schedules only 


“Peggy” 


Style No. 4090—Paten 
Button, 13/8 Wood Cubes 


18 and 38 Pair Schedules 


Stra 
ban gush 
only 


88 Pair Schedule 
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PROTECT Your G©ustomers 
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UVC Woeaara humiliating experience for any woman. The wood 
want I heel on her shoe has come off—on a busy thoroughfare. She 
tries to hide her embarrassment by walking on her toe, but 


Scr the resulting limp makes her even more conspicuous. She 
becomes furious with her shoe dealer—and justly so, for she 
has a perfect right to security in her footwear. 

Wood heels are lost because the holding power of ordinary 
Ferpishiadvutaaticcetuidi attaching nails is not great enough to withstand the constant 
regrets by insisting on the use of jar of the heel on rough pavements. The greater holding 
Arua Woop Hert Screws by the power of AtpHa Woop Hest Screws however, practically © 
manufaGurer. An important little Sie h ms a rt | 
detail that will safeguard your eliminates the em spahaperines: and danger caused by a lost 
customer and help create goodwill wood heel. Specify them in all your shoes. 





United Shoe Machinery Corporation 
Boston, Massachusetts 
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WHITE SATIN 
and 


| WHITE MEDALLION MOIRE | 


In original color or tinted with 
Marvel Dye, are two of the lead- 
ing materials for evening foot- 
wear with high grade shoe manu- 
facturers and retailers. 


We shall exhibit fabrics and 
Heyl’s line of colored kid and 


fancy leathers at 


STATLER HOTEL 
ST. LOUIS 


during St. Louis Style Show. 


J. EINSTEIN, Ine. 24 
9 SPRUCE STREET NEW YORK,N.¥. fF) 


— BOSTON ST. LOUIS MILWAUKEE 
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Rose Blush 
Pastel Parchment 


Shell Gray 


Of all the charming shades advocated 
for SPRING by the JOINT STYLES 
COMMITTEE these are to be the favor- - 


ites, say the most competent judges. 














The Creese & Cook reputation for pro- 
ducing distinguishing colors in fine calf 
leathers is fully maintained in these new 


shades. 


We will promptly respond to your 
request for samples. 













Tony colors include,x—TONY GOLD, TONY TAN, 
TONY HENNA, TONY BROWN, TONY AUBURN, 
TONY BURGUNDY, TONY RED, TONY BLACK. 


















| CREESE 
OF ee) 31 


ORE © a. Ge <a. Sa am 4 


95 South St. 
) eR Tod a! 


{ + ¥F 
ee: 
& Tes 
Lam ON ” 
%e VLITRSY ° 
, =/s Dic) 
<d| SW 
‘ ny, 
PN sexs 
; 
~ A 











SILVEY & CHRISTMAN P. A. HENRY & CO. 
82 Gold Street 
New York City 


ALLEN H. McCREEDY 
1602 Locust St. 
St. Louis, Mo. 
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A Declaration of Policy 


RO. 7) 





In RECOGNITION of the invaluable co-operation and goodwill of 
its many good friends among the retail merchants of the United 
States, an asset enjoyed for over three score years by 


E. P. REED & COMPANY, Inc. 
~ Rochester, N.Y. 
Exclusive Manufacturers of 


Matrix Shoes 
for Women 
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Realizing that the moulded inner soles of Matrix Shoes marked 
a revolutionary step forward in shoe manufacture, and this, to- 
gether with the tremendous response of the buying public, has 
made them an increasingly important issue with the retailer— 
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Why 


Av 


pie 


desires to.answer the unspoken question of thousands of 
potential and active retailers, by repeating its declaration of 
merchandising methods as stated when Matrix Shoes were 
first introduced — 


¢ 


y/$ 
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TANT ANT? 


To Wit: 

Tat Tuis Company WiLL Not Open or Finance Rerart Srorss, 
Sect Matrix SHors To Marit Orper Hovusrs Compretinc Wit 
Loca MercHants or iN Any Way InFrince Upon tHe Ricuts 
oF THE Rerait DEALER — confining its resources and ability, in the 
future, as in the past, solely to that phase of the shoe business to which 
it owes its three score years of success . . . the manufacturing of quality 
footwear for women. 


(Signed) E.P.REED & COMPANY, Inc. 
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ELECTRIC Display to Make 
Your Location Pay—MORE! 


Tell the buying public repeatedly who you are, 
where you are and what you sell with a perma- 
nent Flexlume electric day-and-night sign—and 
you will sell more. 

A projecting Flexlume makes all your other 
advertising pay larger returns. It also draws 
customers from the crowds up and down the street 
as well as from the passersby. 

Flexlume’s first cost is no greater than many 
inferior signs, and its unusual wearability makes 
it by far the least expensive over a period of many 


November 6, 1926 


years. 


it large or small. 


We also build exposed lamp and‘ other types of 
electric signs for those who prejer or require them. 


1220 Military Road 


Phone “Flexlume”’— 


All Principal Cities Cal., 




















sa 
“Capezio’s Selling Fine” 


OUR DEALERS REPORT 


Profession- In Pink Sat- 
al Hard in, White 
and Soft Satin, Black 
Toe Sli Kid, Black 

md ” Satin and 
— White Kid. 





Retailers throughout the country are reaping 
profits with CAPEZIO TOE AND BALLET 


SLIPPERS. 


Our national advertising campaign to consumers 
assures you of demand for these slippers. 


Live dealers everywhere are acting as our agents. 
Perhaps your territory is open. 


Write: For our cooperative plan. 


Also ask for samples and prices of our special 
ballet slipper ribbon and lamb’s wool. 


CH 
Established 1887 
\ 209 West 48th Street New York City ae 























Let us submit without obligation a Flexlume 
Sign suggestion for your particular business, be 


FLEXLUME CORPORATION 
Buffalo, N. Y. 


Factories also at Detroit, 
Les Angeles, Oakland, 
and Toronto, Can. 
















“HUBTIP” “No-Metal- 
Tip” Shoe Laces Make 
Your Findings Case More 
Attractive. 


Attract the Eye and Profits Accrue 
with Goods of Quality 
“HUBTIP” Cabi Containing Single 
Pairs. Striking Three Color “r= Ae Sure to 


Draw Attention. 

“HUBTIP” Individual Carton Keeps Laces 
a and in Good Condition. Easy to 
andle. . 


Light Tan—Brown—Black 
A GOOD—STRONG—READY SELLER 
“HUBTIPS” 


No Metal Tipe—Braid from Tip-to-Tip 
Manufacturers 


F. W. WHITCHER CO. 
332 Albany Bldg., Boston 
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Right—S. A. Barker Co., of Springfield, Ill., is featuring a colored snake oxford with lace stay 
counter and heel contrast. The oxford trend is found by them to be fashion’s smartest 
footwear. 


Top—CGamer Shoe Co., Butte, Mont., is selling a one strap in combination of reptile skins. 
In this number the heel and strap are combined. 


Let D. of Ch 


es 





t St., Philadelphia, has a Boulevard Oxford in patent leather with 


snake trimming selling at $12.50. 


erner of Pittsburgh is featuring a tan calf walking 
debutante shop recently opened on the 3rd floor of their building on 


Below—V. 
$7.50 in the new 


oxford with a gold buckle at 


Fifth Avenue. 


An Exclusive Recorder Feature Covering the Entire Country 
in a Telegraphic Style Survey, Giving Positive 


Information 





W. PARKISON of the 
@ Peacock Shops, Knoxville, 
Tenn., says: “The low heel sport 
shoes has had a decided vogue. On 
opening a shipment of two tone 
tans, square toe, low heels and high, 
single tie, he was confident he was 
flooded with a dead number. How- 
ever, this. shoe proved imme- 
diately to be a best seller. A close 
second to this number in popularity 
has been a plaid calf skin tongue 
with low heel. 


T. McCRARY, of the shoe de- 
partment of Washer Bros. 

, San Antonio, Tex., says: 

“Offer women a tie shoe which can 
be substituted for pumps with semi- 


evening dress and watch them snap | 


it up. 


“A plain black tie with embroid- 
ered eyelets—a good shoe for 
semi-evening wear in place of 
pumps—has been my second best 
seller this season,” he declared. “At 
best most pumps are wuncom- 
fortable, and the majority of 
women are glad enough to find an 
acceptable substitute.” 

McCrary said that his best seller 
during the last two months has 
been a shoe of his own design—a 


French oxford with cherry patent 


vamp and the quarter of rose beige 
kid. 


Ae mem er me 


WHERE TO BUY 
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Men’s Shoes 
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WHERE TO BUY 
Men’s Shoes 


SA A 





HENRY LILLY CO. 
88-90 Reade St. New York | 


AUCTION TRADE SALES 
of 


SHOES and RUBBERS 
Every Wednesday and Friday 

















+ F-REYNOLDS Cou, 
BROCKTON, MASS. 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Got to Be Stetson 
to Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 











LO 6 


WHERE TO BUY 
Standard Shoe Materials 


ee 


est t Virginia 


= a en ll 
long-wearing, 
Pulp Product Department 
WestVirginia Pulp& PaperCompany 
Detroit New York 











T. W. Godsoe, Pres. F. E. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 











The One 
W ate rproof 
Leather That 
Takes and Re- 
tains a Polish 

CREESE & COOK CO. 
Tannerles at Danversport, 95 South St., Boston. Mass. 














Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mase. 
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Left to right: 


’ 

Frank Werner Co., of San Francisco, puts the Python Crain in a beautiful side-laced oxford. 

It has achieved instant popularity. The Grey Python over patent leather or the brown 
python over Marcella kid selling at $10.00 and $10.50. 


City of Paris, Francisco, introduces a new hand crocheted slipper for ing or d 


wear under the title of “La Danseuse.” 


2 





A splendid hand tied stitch ensures against the 


possibility of ripping. Slender leather binding gives proper contrast. It is selling in black, 
silver-grey, gold, ivory, orchid, flesh and blue for $15.00. 


The Creater Shoe Co. of Cincinnati, Ohio, is selling the Sahara Tan shoe with contrasting 
lizard calf underlay at $10.00. His store sells women’s shoes exclusively. 


C. H. Baker of San Francisco is having a strong demand on black patent leather. His new 
“trotteur” oxford here shown sells at $10.50 and is also to be had in tan kid or alligator. 











women’s strap slippers and oxfords. 
The fad for the nude leather shade 
is passing with the approach of 
winter, and the black leathers 
coming back into demand in in- 
creasing quantity to match the 
dress colorings which are dark. 


A. REEDER, buyer for Mau- 
A. rice Wyman of Baltimore, is 
pushing heavy oxfords, partic- 
ularly in the tans, with a view to 
stimulating sales of the lighter 
weights next spring and summer, 
and selling blacks for wear in the 
evening this season. 

“If you sell a man a pair of black 
shoes for business wear, he prob- 
ably will wear them to the theater 
or to dance at night. So we insist 
on tan for business. Another im- 
portant point is to sell a heavy ox- 
ford for fall and winter. Then, 
when the customer returns in the 
spring he has to have a lighter 
weight. It is only a little more ef- 
fort for the salesman to sell two 
pairs of shoes, and that’s where 
the profit is. We are selling all 
styles, with the brogue or semi- 
brogue in the lead for business 
wear.” 


ISS C. C. SKINNER at the 
shop of L. Slesinger & Son 

of Baltimore, reports both suede 
and patent leather are selling well. 
“The alligator oxford is an ex- 
cellent number for sports and 
street wear, particularly with the 


increased popularity of brown in 
dress goods. Patent leather pumps 
and suede pumps and oxfords, in 
both black and brown, also are in 
demand. There is some call for the 
combinations of reptile and kid for 
street wear. For the evening, sil- 
ver and gold kid are being featured, 
and I believe they will be extremely 
popular through the winter 
months.” 


S. ARNOLD of the Cinderella 
@ Shoe Co., Birmingham, Ala., 
finds:—A big demand for cherry 
patents and Stroller tan suedes is 
evidenced in the past two weeks. 
This store carries only novelty 
shoes, with no conservative. lines. 
Black patent leads in Colonial 
step-ins, side ties and front lace 
oxfords. Combinations of suede, 
velvet and satins are taking the 
place of reptile trimmed shoes that 
were smart during the spring and 
summer. The short vamp and 
rounded, and also square toes, are 
popular. Gold and silver kids and 
metal cloths are worn for evening. 
Cuban box heels for street and 
high spike heels for afternoon and 
evening are good. The heels are 
11/8 to 20/8, not quite so high as 
they were in the summer. 
There is an excellent demand for 
novelty shoes right now. They range 
from $10 to $18. 


RANK GILLESPIE of the Gil- 
lespie Shoe Company of Knox- 
ville, Tenn., says: “The people in 
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What Is Selling 

















Left to right: 


Waterman of Hoboken, N. J., 


has been serving Hudson County for twenty-two years. 


He 


features sixty styles in double that number of leather combinations and this shoe is one of 
his $6.00 sellers. 


Weil’s Boot Shop of San Francisco presents a new slipper in a leopard grain, designed to 


make the foot look smaller. 


It is selling at $10.00. 


Sommer & Kaufmann of San Francisco is featuring Autumn tan leathers mellowed to the 


brown of turning Autumn leaves. 


This number in Autumn tan kid has a stippled kid trim and 


sells at $12.50. 


Wyman of Baltimore, Md., says black is ultra-fashionable. 


leather sells for $10.00. 





This smart one strap of patent 


Same model in silver or gold $12.50. 








the South will not wear suedes and 
we have no calls for them, and vel- 
vets are going very slowly.” 

Black patent leathers, trimmed 
in black reptile, are going strong, 
particularly the pump and strap in 
preference to the tie. Next in pop- 
ularity in this shop comes the cut- 
out fancy lace oxford in tan and 
brown, reptile trimmed, with the 
medium heel outselling the high 
heel in this style. Black satins are 
holding their own for semi-dress 
and dress wear with about half and 
half for buckles and the plain 
pump. For street wear the dull 
kid and dull calf both in pump and 
oxford are having a good sale, but 
the favorite shoe for the fall sea- 
son is the black patent leather. 


M. WILLIAMS of Patton, Till- 

@ man and Bruce of Greenville, 
S. C., said: “We find the tendency 
is toward slightly darker shades. 
Toes are inclined to be a little 
more narrow. Light and calfskins 
are in strong demand. We find 
very few wanting Scotch grained 
and heavy leather. The trend in 
the direction of low shoes is 
stronger this season than ever be- 
fore. They run 90 per cent this 
year, as compared with about 50 
per cent last year, and approxi- 
mately 30 per cent the year before. 
Perhaps 30 per cent of the men’s 


shoes we have sold this season 
have been blacks.” 


R S. MATHER of the Walk- 
@ Over Shoe Shop, Pittsburgh, 
Pa., voiced the opinion, “Business 
has picked up noticeably in the 
last two weeks. In the women’s, tie 
patterns have held the front in de- 
mand. Patents and suedes in 
brown and black, have also been 
doing well and black satins have 
started to show action. 

“In the men’s we have found 
blacks to be greatly in demand, 
and have also been selling a lot of 
grain leathers. Heavy soles also 


seem popular.” 
T R. McGILL, buyer of women’s 
@ Shoes at the Pitts Shoe Store, 
Columbus, Ohio, the establishment 
of John J. Baird, president of the 
N.S.R.A., tells of heavy sale on 
black velvet which he anticipated 
will terminate abruptly with the 
opening of the galosh season. As 
usual, during football season, Pitts 
have had splendid business in tan 
sport oxfords, the very wide toes 
proving exceptionally good. Black 
patents have, of course, been the 


most popular and promises to con- 


tinue so through the fall. 
Mr. Hart of the Fashion Shoe 
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WHERE TO BUY 


Men’s.& Women’s 
Slippers 
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Pullman Slipper 
RED BLACK TAN 


Swan ShoeCo., Baltimore, Md. 




















PARISTYLE FOOTWEAR MFG. CO., INC. 
Washingt Rreckive, . ¥. 
maieg “Yor i 1116, Rie Bway 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


we 


Up. 
LL | 











Boudoirs and Novelty 
Kimone Sandals 


Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 


Novelty Slipper Co. 


Makers of 
Boudoir Slippers of the 
Better Kind 
121-181 West 19th Street 
New York City 


PULLMAN TRAVELING SLIPPERS 


better*than ever in Quality and fit 
cownery of Thade Mark Pullman’ 
MADE ONLY IN GENUINE 







































PO re her 
wntxOUSTINCO, 
WHERE TO BUY 
Miscellaneous 








ATLANTIC PRINTING CO. 
Producers of Distinctive 
Shoe and 
Shoe Booklets 
201 South Street Boston, Mass. 
Telephone, LiBerty 8673 ; 


















America's 
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WHERE TO BUY 


Ballet Slippers 


LEA he 
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Seft Tee: loners 81 $1.15; 
Misses’ $1.20; Women's 
Ei aD 


Also Better Grades Metropolitan Stipper Oe. 
134 W. B'way, Rew 
Bemis on Reqwert__ “Everything tn Sipere | 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 











What Is Selling 











lines of women’s shoes with the 
black patent boots having the 
greater call at present, though very 
closely pursued by the black satins. 
“In fact, it woud not surprise me a 
bit,” Mr. Redding stated, “to see the 
black satins outdistance the black 
patents in point of popularity with 
the women.” 

Robert Love, who operates a mod- 
ern shoe store right in the heart of 
Memphis, Tenn., isn’t pessimistic 
over southern conditions. He finds 
business almost normal, with pros- 
pects for improvement further 
when cold weather actually arrives. 





C. WEATHERFORD, manager 
eof Carlat’s Booteries on Petti- 
coat Lane, Kansas City, reports 
“The best business since 1920." He 
is most enthusiastic over the cherry 
patents. Other favorites in Car- 
lat’s are the combination patent, 
cherry and black, with the reptiles. 
Reptiles, themselves, Mr. Weather- 
ford believed, have passed and will 
be used more in the combination 
numbers. Side bows and buckles 
in cut steel and rhinestone are 
meeting a good demand, he re- 
ported. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
B102 Bik. Glazed Kid, Soft Toe 
GIN fl t—AL 
to 8—1.45 j 
“Ale ‘Hard Toso 
SCHWARTZ & HERDER, Inc. 
in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 
IN ST 
BLACK BALLET : SLIPPERS : 
Ladies’ Be 
$1.25 pr. 
Misses’ 
$1.20 pr. 
Childs’ Le 
$1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane St., New York, N. Y. 
Mi 
LYONS AND COMPANY 
Hand Turn BALLETS 
Wo's. Miss’. Ohd’s. —_ 
$1.50 $1.45 $1.40 a 
= _— on’ Left to right: 
Send for Samples Top—Chestnutt & Freeman Company ~. Wilmington, Del., are showing a step-in pump with a 
128 Duane St. olonial buckle @ 
New York, N. ¥. Cotrell and Leonard of Albany, N. Y., believes that the well dressed woman should have a 
in her wardrobe for black satin ‘evening slippers with instep strap and buckle. This number the 
; sells at $15.00. a 1 
Sumih Sommer & Kaufmann are selling an —— ae goede oxford with bronze patent trimming at ra 
Rights ‘and Lefts. Lewin & Stein of Philadelphia, Pa., say this trimmed oxford tie in black suede, patent trimmed, x: 
__ Two Gredes, is one of the most successful patterns of this season. Oxford pattern and suede leathers are Pa 
Woe, gtas $1.46 outselling other materials. Alligator and patent leather are also good. lar 
1.25 1.20 1.15 ores a 
SUMNER he 
Stock 325 W. Monree St Ge 
Chicago, If. 
Shop, Indianapolis, says: “Black As for styles, he finds patent 
satins are running fairly strong for leathers in oxfords and semi-ox- S 
evening, but the black patent is fords the most popular at present. - 
I N S TOCK going best with rhinestone buckles The reptile shoes were popular fads tin 
and cut steel ornaments for after- until the last few days, and these pat 
ee at te noon wear, with some black and now are passing. Coming colors ap- bce 
lined pouch to match tan suede. Tan for street wear parently will be caramel kid and tur 
$2.00 and $1.50 with reptile trimmings and box field mouse for the Memphis trade in 
mae heels are the best sellers.” among the ladies. shi 
Bend for Catalog. For the holiday season, he has = 
La obtained a complete line of color- . 
ful shoes, many of which are in 
’ aisley cloth. 
THE DAVID SHOE MFG. Co. RWIN G. REDDING, manager of ” v C 
129 W. Central P’kway, Cin., 0. the Buffalo Nisley Store, Buffalo, 
N. Y., reports brisk businéss in all del 
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Left to right: 


Frank Werner of San Francisco sponsors ruby red oxfords. 
Otto Hassel of Chicago features an imported black or tan calf in a heavy weight oxford. 


Muse of Atlanta, Ca., is selling a 


? th edge 


il boys shoe in a light tan, Russian Calf. 





Robinson Shoe Co., Kansas City, is showing a new curb heel with a heavy tap sole, rope stitched 


shoe. 











A. ROBINSON of C. A. Verner 
@ Co., Pittsburgh, Pa., says that 
the Nina pattern at $7.50 has been 
a fairly good seller and is carried 
in five models. Tan calf alligator 
has been the best seller of the lot. 
Patent leather shoes are most popu- 
lar, specially in operas with higher 
heels and one straps with medium 
Cuban heels. 


OMMER & KAUFMANN, San 
Francisco, report that black sa- 
tin is getting stronger daily. Abbo 
patent is selling with fair volume 
considering its high novelty fea- 


tures. Tan calf very slow except 
in weft ties. Colored kid of tan 
shades are selling fairly well. 


Suedes are hardly in the running on 
the Pacific Coast. 


H. BAKER of San Francisco, 
@ reports that the trotteur mo- 
del is selling well. Patent is the 


li heli aah 


WHERE TO BUY 


Store Fixtures 








leading material. Oxfords are very 
prominent in our sales—second 
only to high riding one straps. 
There is no reason why this trend 
should not continue to March 1; 
the demand for opera pumps in- 
creasing. 
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WHERE TO BUY 


Women’s Novelties 
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Latest Styles at 
Popular Prices 
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WHERE TO BUY 


Shoe Ornaments _ | 
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ZER BROT. 





68 W32nd St.New 


i 


WHERE TO BUY | 
Children’s Shoes ' 











*“ELAM’’ 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CoO. 
ROCHESTER, N. Y. 








Boston Office, 183 Essex Street 





. 





WHERE TO BUY 
Stylish Comfort Shoes 
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Retail Salesmen 
Who Deserve— 





How An Extra Inch 
Adds Months of Wear 


to Cordovan Horsehide Shoes 


AKE a Wolverine Shoe and hammer the sole 

against a wall. In time the outside skin will wear 
down, leaving exposed a hard shell-like surface that 
smooths off and shows no signs of wear for a surpris- 
ingly long time. 

This is the much-imitated Wolverine Flex Oakatan 
Horsehide Sole. It is the only Horse Butt leather sole 
which includes that hard inner shell. And that is why 
Wolverine soles often last double and triple the wear of 
ordinary soles. 


Long wear is but one of many Wolverine qualities. 
Wolverine has perfected an exclusive tanning process 
that has permanently softened the uppers like glove 
leather—a softness not found in any other horsehide 
shoe. This spells comfort for months and years. Yet 
the prices are surprisingly reasonable—due to Wol- 
verine one-profit selling (direct from tanneries and 
factories to you) and to exclusive economies in pro- 


duction. 


A Choice 
Winter Seller 


No. 754—Can be worm 
comfortably under overshoes. 
Plain toe, imitation tip and 
carries a box. Leather heel. 


$3.25 





toe. Deep chocolate color, 
not easily soiled. Price 
$3.25. 


No. 744, same, with tip, 


soft box toe and rubber heel. 
Price $3.35. 


Get Samples—Make This Test 


Now is the big season. Get this fast selling 
assortment and experience some real profits. 
Also get free catalog and price list. Write 
today. 


Wolverine 
Shoe & Tanning 
Corp. 












to Advance! 


There are thousands of men well quali- 
fied in all the essentials of good retail 
salesmanship. Although possessing all 





these qualifications, their financial condi- 
tion makes it impossible for them to start 
. . They are 
denied the privilege of sharing in the 
profits of their own creation. 


a business of their own. . 





The J. C. Penney Company 
Nation-Wide Institution 
of Department Stores 


has 745 stores in operation thruout 44 
States which combined are doing a busi- 
ness of over $110,000,000 this year. New 
Stores are constantly being opened. 


Salesmen Are Being Promoted 
to Managers and Co-Partners 


} The plan of the J. C. Penney Company 
provides for its men sharing in the profits 
which they help create. . 


If you are interested in this opportunity 
and are under 35 years of age, experi- 
enced in selling either Dry Goods, Cloth- 
ing, Furnishings or Shoes, of good char- 
acter and health, and desire such ad- 
vancement, the J. C. Penney Company 
would like to hear from you. Write for 


our booklet “The Next Ten Years.” It 
means much to you. 









enneyUo 


e DEPARTMENT STORES 
330 West 34th Street 1205 Olive Street 
New York City 


St. Louis, Mo. 
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Only Where (ality is-Faramowit 

INCE the smartly shod foot of the moment depends for its ap- : 
pearance of chic on the choice and blending of materials, rather - 

than on design, the quality of these materials becomes of utmost im- 

portance. 

Novelty feathers are the acknowledged favorite both for the all over 

shoe, and trimming. Therefore, it behqoves every serious minded 

merchant to insist that only high grade raw stock, in calf, goat or 

kid, be used instead of the ordinary mongrel type of raw material. 


Salomon & Phillips have always been renowned for the excellence of 
quality and brilliant finish of their novelty leathers. 
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Take Advantage of the Nettleton 
In-Stock Department 


NOTE THE “DEVON” 


A Team Made Oxford 
in Black and Tan Calf— 
an outstanding example 
of Nettleton style leader- 
ship in building and carry- 
ing IN-STOCK a style 
* Tq which has all the charac- 
% \ <\ teristics of the real ‘bench 

* * made” fine custom work. 


48 Different Styles of 
NETTLETON SHOES 


Covering every requirement 
of the high grade shoe retailer 
ready for immediate delivery 


Send for Complete Catalog 


AE. Tlettbeton. Co. 


H. W. COOK, President 
SYRACUSE, NEW YORK 
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She Steps 
with Style 


are royalty mad, but 
since we are and it can’t be 
helped, astute merchants 


are looking for some hook up be- 
tween the visit to this country of 
H. R. H. Marie of Rumania and 
her two children, Prince Nicholas 
and Princess Ileana, and merchan- 
dising. Already, some merchants 
have made a very definite con- 
nection between the visit of the 
royal party and goods they have to 
sell. Rumanian embroidered blouses 
already are selling like hot cakes in 
New York. What next? 

Undoubtedly the royal visit will 
have its influence on feminine 
fashion. Just how will it affect 
shoes? 

So far, the Queen and the 
Princess have shown no predilec- 
tion for unusual footwear. The one 
outstanding feature of the Queen’s 
shoe wardrobe, as seen so far on 
her visit here, is a taste for rep- 
tilian leathers. Upon her arrival 
in this country she wore a pair of 
plain opera, or as the Europeans 
have it “court” pumps, made of 


genuine cobra skin in the natural 
shade, a light beige. Immediately 
the demand for this type of shoe 
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At the Feet of a Queen 











The Vision of. 4 Stylist ~ 
The @hoice of a Queen 








SLIPPERS OF 


LIZARD 


Wid ceiguttenl. se peony reg 
the vogue for Lizard 
Queen of Roumania 

ion, fives it the seal of her royal approval! 


Proving again --that you who follow 
the mode in the exquisite creations 
L ~-inevitably 





the sover- 


Miller 
eigaty of Style! 
I, MILLER 


Beautiful Shoes 
FIFTH AVENUE AT 46™ STREET 































Red, bright blue and 
golden yellow, the Ru- 
manian national colors, 
formed the basis for this 
window at J. & J. 
Slater's dozing ghe 
— ’s visit 
ork. Both ribbons aad 
footwear were in these 
added 


colors, with an 
touch of the Rumanian 
embroi on 


in the oidery 
some the sli and 
- meee. 





Here is truly royal footwear, the 
Princess Ileana at the left in gray 
kid slippers, reptile trimmed, 
Prince Nicholas in black calf ox- 
fords of English cut, and the 
Queen in real snake-skin opera 
pumps, photographed aboard the 
Leviathan upon their arrival. in 
New York. At the left is 
I. Miller’s ad the morning after 
the arrival of the royal party in 
New York 


was stimulated and the day follow~ 
ing the arrival of the royal party 
in New York, the advertisement 
shown on this page was produced 
by I. Miller & Sons, a direct and 
emphatic hook up with a news event. 
of major importance. 

A second hook up in shoes, but. 
not directly with the type of foot- 
wear worn by Her Majesty, was 
made by J. & J. Slater in a Ru- 
manian window. With foresight, 
shoes of satin, in the Rumanian 
colors, bright blue, yellow and red, 
had been provided and in addition. 
to this, several shoes and mules 
were made carrying on their vamps. 
typical Rumanian embroideries. 

These shoes were attractively dis- 
played in one of the Slater Fifth 
Avenue windows along with hosiery 
to match and wide satin ribbons in — 
the Rumanian colors. The picture 
gives an inadequate idea of the 
beauty of the window, since its. 
chief attraction lay in its colorful- 
ness. 

The most interesting thing in the 
Prince’s wardrobe are patent. 
leather pumps, which he -wears 
with his evening clothes, instead of 
the more common oxfords. Here 
is a style note worthy of considera- 
tion. Even before the arrival of 
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Hard-to-find Specialties 


< 


For Broad Feet 


B26—Black Kid Common Sense 
Oxford, 265 Outsize Last, 11/8 
Wingfoot Heel, Goodyear Welt. 

Price $4.00 


Stocked 


D, E and EEE 
Sizes 2% to 11 


For Extremely Wide Feet 


B113—Black Kid Extra Wide 
Oxford, 258 Jumbo Last, 11/8 
Wingfoot Heel. Goodyear Welt 
Construction. Price $5.25 


Stocked 


EEEEE only 
Sizes 2% to 12 


Always In Stock 


=p 


For Tender Feet 


B199—Black Kid Seamless Ox- 
ford, 265 Outsize Last, 11/8 
Wingfoot Heel, Willowelt Con- 
struction. Price $4.00 


Stocked 


E and EEE 
Sizes 2% to 11 


For Bunion Feet 


B875—Black Kid Oxford, Broad 
Sole, Extra Wide for Bunion, 
Low Instep, 11/8 Wingfoot 
Heel, 254 Last, Goodyear Welt. 
Price $5.25 

Stocked 


A/C to E/EEE 
Sizes 2% to 12 


All the above have solid leather heels, leather box toes, sole leather counters and 
arch supporting shanks 
All are on the floor ready for immediate shipment 
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Of Course 


we have the new Spring Colors 


Water-lily 
Stone 
Pastel Parchment 


Rose Blush 


Campus 
Shell Gray but they are 


merely a few 


Spanish Raisin of: the: aahiay 
lovely shades 


Stroller Tan introduced for 
Spring and 
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“LITTLE FALLS LEATHERS” 
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Barnet Leather Co., inc 


Tanners of “Littte Fauis” Leathers and “Lorraine” Leathers 
ONE PARK AVENUE, NEW YORK CITY 


Tanneries: Lirtte Fautis, New York 


C — 
> . 
_s ; 

Deteer > 


Distributing Agents: _ Boston Distributors 
SAN FRANCISCO Stee BARNET LEATHER CoO., INC. 
ete ie Sane Ploy ae ee OF MASS, 
CINCINNATI ont! & aie. 
ST. LOUIS aa (| ty } eS DD 98-100 South Street 
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Herman Police Shoe 
No. 19 
Carried in Stock for nee Shipment: 


A, 7 to 12 to 12 
Cc, D, E, 





Five Million Men! 


At the same time you are reading this announcement, five 
million men are reading the advertising of the Herman Police 


Shoe in national magazines. 


Every sales help that we can give you is put in back of this 
famous shoe. Endorsed by the Foot Protection Bureau; speci- 
fied and worn by the New York Police Department and by 
scores of other Police Departments; illustrated in handsome 
display material and consumer folders to send out over your 
own name, and backed by the power of an advertising cam- 
paign that is pulling thousands of replies from consumers who 
want these shoes and want to know where they can get them. 

And highest quality built right in the shoe 

itself. Genuine Munson last, built-in arch sup- 
port, oak double sole, storm proof rubber welt, z a 

solid toe box, steel shank piece and “Spring Quick Delivery 
Step rubber heels. Herman Official Boy Scout 

Send today for new catalogue with special co-operation out- Shoes are carried in 
lined for Police Shoe dealers. Address Department 24. for immediate delivery in all 
sizes; widths B to EE. And 
Joseph M. Herman Shoe Company a million boys and young 
men want these shoes NOW. 


Millis, Mass. Write today for details. 
Boston Office—1i159 Lincoln Street 
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Use this Coupon for 
Catalogs and Literature 
on Store Equipmentand 
Specialty Merchandise 


The Western Service Department of the Boot and Shoe 
Recorder furnishes gratis to subscribers information and 
suggestions on matters of store equipment and specialty 
merchandise. 


To dealers checking the coupon below catalogs and literature 
will be sent by some of the leading manufacturers of the 


articles specified. 
To aid in finding just what you want, please inform us as fully 
as you can regarding your requirements. 


[] Show Cards mar 
() Stock Record System ; Re as 
C Bookkeeping System © 


Store Equipment 


C1 Store Front Construction 
(C) Show Cases 

E) Counters 

0) Shelving 

C) Ladders 


C) Sea 
Oj Fitting Stools F 














Ca: . 

C) Autographic Sales Regis- 
ters 

C Foot Measuring Devices 
X-Ray Machines 


ita 


ia | 
3 





| 





Ts 
i 





| 


00000000 


| 





Address 





City and State 


Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago 4 
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The best argument we know of 
for Greeley Boudoirs is the exclu- 
sive stores which carry them. Al- 
ways in charming styles—always 
perfect in workmanship. This is a 
boudoir slipper which wins and 
holds trade. Can we send 
you samples and prices? 


A. W. GREELEY 


Manufacturer 


Haverhill Mass. A 






















” NO. 600 BLACK KID “ 


MADE ON RIGHT AND LEFT LASTS 

Woman’s 214 to 8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 
IN STOCK 


Write for > apss ee 


a a 
BROOKS SHOE MF G. ‘Om @} 
1725~35 No.6*:Street Philadelphia, Pa. 
















y adopted 
the Interna- 
tion 

of Masters of 
. Made by 

en 
of the finest ma- 
terials and with 
superb  fittin 
qualities an 
strictly bench 





Patent SO iied 
) te use for 
practice. 


Send for Samples. 


We advertise your territory 
304-306 W.42ndSt. for you. 


New Yor! K 

































IN STOCK 


Rhinestone Trimmed 
Pump Straps 





IN PATENT, SATIN AND COLORED LEATHERS—$9.00 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 


PHILADELPHIA, PENNA. 














APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles 
of growing children and as a fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 
ase. 










Make your stock of 
children’s shoes com- 
VENTILATIONS —_ oy sending your 


mynTt? phone Brockton 2138 
for immediate action. 
BURKLEY 
SHOE CoO. 
1156 No. Main Street 
Brockton, Mass. 











CORRECTION 


In the Charles Meis Shoe Company’s adver- 
tisement in the October 23 issue of the Boot 
AND SHOE ReEcorpeR, the price of style number 
3959 was incorrectly quoted at $2.25. The eor- 
rect price should have been $3.25. The shoe ad- 
vertised was a black velvet McKay, one strap 
with graceful 18/8 full Louis heel, round toe 
last, short vamp pattern bound around the quar- 
ter, strap and throat with black satin. It is pro- 
duced in B and C widths. 











Did You Ever 


Think of This? 


You probably have used equipment, shop-worn equipment, out-of-date 
models or products which you do not want but which some one else would 
be glad to get hold of at a price under the market. 


Classified Advertising in the BOOT AND SHOE RECORDER will 


move them quickly and economically. See Classified Section for Advertis- 
ing rates. 
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Alton 
Aurora 


Batavia 
Beardstown 
Belleville 
Belvidere 
Benton 
Blue Island 
Cairo 
Carbondale 
Carlinville 
Centralia 
Charleston 
Champaign 
Chicago Heights 
Collinsville 


Danville 
DeKalb 
Dixon 


Du Quoin 


E. St. Louis 
Eldorado 
Elgin 
Evanston 


Freeport 
Galena 


Harrisburg Kankakee Marion 
Herrin Maywood 
Highland Park LaGrange Melrose Park 
Hinsdale Lawrenceville Metropolis 
Hoopeston Lincoln Moline 
Litchfield Morris 
Jacksonville Mt. Carmel 
Joliet * Macomb Mt. Vernon 
Johnston City Madison Murphysboro 





Who answers for Illinois 


N. Chicago 


4 
Oak Park 
Oglesby 
Olney 
Ottawa 


Pana 
Paris 
Peoria 
Pontiac 
Princeton 
Pullman 


Quincy 


Rockford 
Rock Island 


Savanna 
Springfield 
Spring Valley 
Staunton 

St. Charles 
Sterling 


Taylorville 
Urbana 
Waukegan 
Westville 
Wheaton 


Winnetka 
Woodstock 


Zion City 


500 to 2000 People Pass Your. Windows Daily 


Good Window Cards Attract Them 
The Recorder Show Card Service Is Open for the Exclusive Use of 


Some Merchant in the Above Cities 
Send In Your Order Today! 


$ 300 suum veceeris FOR LARGER WINDOWS 


Buys a $400 


Monthly Window Show Card Service 
rat! gtcites pgeet Give 1 2e1-“50ee 


Each Month Monthly Tickets 
and the 
RECORDER anal MERCHANDISING age ood ee ti 
BULLETIN 
$30.00 Per Year if Paid in Advance $45.60 if Paid in Advance 


ORDER NOW! 
The Recorder Show Card Service 


Room 607, 189 W. Madison St. 
CHICAGO ILLINOIS 





SEND ME IN TODAY 








COUPON 


Recorder Show Card Service, 
Room 607, 189 West Madison 3t., 
Sena 


Please en the RECORDER 
SHOW. CARD. SERVICE for one year 


e carry Men's, Women's and Children’s 
Hosiery. 


We 
Shoes and 
(Cross out lines not carried). 


We prefer the (Grey) (Green) Art 


Leather frames. 


Letter our name on the mats as 
copy attached to 

WRMMRO oo duces snc ooh kek hos beeen eee 
SID oi dass on0 ss tad savers euneee 


eee 
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United Shoe Machinery 
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ARLY every person who 
enters your store is a pos- 
sible purchaser of Repco 
Brushes and Daubers. Display 
Repco Brushes and Daubers 
prominently and call your cus- 
tomers’ attention to them. Take 
advantage of this fine opportunity 
for additional findings profits. 


Repco Brushes are made in both 
the stapled and wire drawn types. 
The wood and bristle stock are 
the finest obtainable and are 
equally good in both types, while 
the wax finish is carefully applied 
and is lasting. The two types dif- 


For Sale by 
Shoe Findings Dealers 






Additional findings profits 
from Repco Brushes and Daubers 


fer only in the method of fasten- 
ing the bristle knots. 


Repco Daubers are made only in 
the stapled type. Like the brushes, 
they are made of the finest stock 
and finish. 






Show them 
in your 
windows 


San Francisco Branch, 859 Mission Street 
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Corporation, Boston 
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SUgUnenenn THU enenaUea enna tanta 


The Business Barometer 





Business Changes 


NEw CANAAN, CONN.—Morris Yu- 
dian, shoes, etc., reported succeeded by 
Harry Groher. 

JACKSONVILLE, FLA.— The Toggery. 
shoes, etc., reported closing out. 

CHICAGO, ILL. — Joe Bastian (2908 
Archer Ave. ), shoes, etc., removed to 
63d St. and Archer Ave., Argo, II. 

A. & J. Levin (2115 W. 22d St.), 
shoes, dissolved partnership; succeeded 
by A. J. Levin. 

Hyman Fishman (“Sample Shoe 
Store’) (4739 S. Ashland Ave.), shoes, 
succeeded by Menis & Fishman. 

Etwoop, INp.— Chenoweth Shoe 
Stores, shoes, incorporated. 

KANSAS CITY, Kan.—_M. Bernstein 
(1846 S. 26th St.), shoes, etc., re- 
moved to 2502 Indiana Ave., Kansas 
City, Mo. 

Boston. — Agoos Leather Co., Inc., 
tanners, name changed to Agoos Kid 
Co., Ine. 

Dean Chase Co., shoe manufacturers’ 
goods, capital stock reduced by $40,000. 

Fannie Freedman (Economy Shoe 
Store) (545 Dudley St., Roxbury Dis- 
trict), shoes, removed to Malden, Mass. 

Wellesley Shoe Co., shoe manufactur- 
ers, incorporated with authorized cap- 
ital of $25,000. 

CHELSEA,, Mass.—Park Shoe Co., 
shoe manufacturers, incorporated: with 
authorized capital of $50,000 

HAVERHILL, MAss.—Brenner & Brody 
Shoe Co., shoe manufacturers, Maurice 
Stroh reported retires. 

Lynn, Mass.—Fannie Axelrod (wife 
of Abraham) wholesale shoes, filed 
married woman’s certificate. 

CADILLAC, MicH.—J. L. Beckman, 
shoes, etc., sold out to E. G. Rice. 

WILLMAR, MINN. — Bloomguist & 
Nelson (“Capitol Shoe Store”) shoes, 
dissolved partnership; succeeded by A. 
C. Bloomquist. 

Detroit, MicH.—Bloomberg, Marks & 
Bloomberg, shoes, incorporated. 

Jacob Schlesinger (5320 Russell St.) 
shoes, reported sold out to Mrs. Mary 


Goldstein. 
LANSING, MicH.—Jay Shoe Co., 
shoes, incorporated with authorized 


capital of $10,000. 

WiLLow SprINGs, Mo.—Royal D. 
Rosier (“Royal Cash Store”) shoes, 
ete., reported closing out. 

OMAHA, NeB.—Samuel L. Mandel- 
baum (816 S. 10th St.) shoes, ete., re- 
ported discontinuing here. Will open 
Pang at 6334 S. Ashland Ave., Chicago, 
Il 

New York Ciry—Rudolph Glass & 
Son, shoes, ete., inco ogg with. au- 
thorized capital of $10,000. 

Green Lantern Bootery, shoes, incor- 
ae with authorized capital 

Leone, Romano & Aaronson, Inc. (55 
E. 8th St.) shoe manufacturers, re- 
ported changiig name to Leone & Ro- 


antes ne Y—Hurd & Fitzgerald 
Utica, —Hur 

Shoe Co., wholesale shoes, reported in- 

creased capital stock from ,000 to 


,000. 
Brooxtyn, N. Y.—Oscar Igstaedter 


(3317 Fulton St.) shoes, reported sell- 
i, or sold out. 
AUGERTIES, N. Y.—Standard Shoe 
Co. (Walk-Over Shoe Store) shoes, re- 
ported filed voluntary dissolution. 

EDGEWATER, N. J.—I. Shavitz, shoes, 
etc., succeeded by L. Garfiel. 

NEWARK, N. J.—Alven Ruderman, 
leather, etc., incorporated with author- 
ized capital of $125,000. 

Union. City, N. J.—Leon Natishinn 
(4234 Hudson Bldg., W. Hoboken) 
shoes, and a discontinued here. 
Now at 444 ergenline Ave., W. New 
York, N. J. 

CARMEN, OKLA.—C. Steinmetz, shoes, 
ree succeeded by Steinmetz & Oim- 
stead. 


Progress 


The ups and downs of 
business are noted first 
in the ‘‘business 
changes” of a trade. The 
present situation is more 
favorable if this baro- 
meter is read aright for * 
there are less changes in 
business of an adverse 
character to be reported. 
Encouraging also is the 
increase in new shoe || 
stores. 


LARGE volume of trade and 
continuance of industrial activity 
at its level are in prospect 


present 
for the remainder of this year. This 
outlook persists despite events of 


the month that have not, certainly, 
tended to encourage busi- 


clining price trend, has 
on the effective working together 
of all the elements of our economic 
system.—Commerce Monthly, N. Y. 


Business Reverses 


TALLADEGA, ALA.—Charles Steinberg, 
shoes, etc., reported offering to compro- 
mise at 33 1-3 per cent. 

TORRANCE, CAL—D. M. Johnson 
(1501 Cabrillo Ave.) shoes, reported 
assigned. 

Daytona, Fia—Fifth Ave. . Boot 
Shop, shoes, reported assigned. 

Ds LAND, FLA.—Rowland’s ag ne! 
shoes, reported petitioned into ba 


ruptcy. 

CHICAGO, Itt.—National Fitwell Co. 
3939 W. 26th St.) mail order and 
— reported ioned into bank- 

ew Adolph Pikofsky (3104 S. — St.) 
shoes, ees reported petition into 
bankru ; 
shen" ) B. Be Drexel et hy aoe 

2 re- 

Max Berger 660 Meceull ) shoes, 

atitionsd ints aT , ate 


INDIANA Harsor, IND. — 
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Zablen (3732 Main St.), shoes, etc., re- 
ported receiver applied for. 

HAMMOND, LA.—Sawaya Bros., shoes, 
etc., reported petitioned into bank- 
ruptcy. 

SHREVEPORT, LA.— Louis Abramson, 
shoes, etc., reported petitioned into 
bankruptcy. 

Boston—Holstein’s Shoe Store (626 
Washington St., Dorchester Dist.) 
shoes and repairing, reported petitioned 
into bankruptcy. 

GLOUCESTER, Mass.— Emanuel A. 
Perry (Perry’s Shoe Store) shoes, re- 
ported petitioned into bankruptcy. 

LYNN, Mass.—T. J. Kiey Shoe Co. 
(260 Broad St.) shoe manufacturers, 
reported offering to compromise at 40 
per cent cash. 

EVERETT, Mass.—Tuttle Shoe Co., 
shoe manufacturers, reported petitioned 
into bankruptcy. 

PEABopY, Mass.—Thomas F. Farley, 
Jr., leather, reported petitioned into 
bankruptcy. 

WOLLASTON, Mass.—Wollaston Shoe 
Shop (D. Lerman, Propr.) shoes, re- 
ported assigned. 

BERMIDJI, MINN.—Arthur N. Gould 
(G. & L. Clo. Co.) shoes, etc., reported 
petitioned into bankruptcy. 

JERSEY City, N. J.—Isaac Simon (347 
Second St.) shoes, reported petitioned 
into bankruptcy. 

BROOKLYN, N. Y.—Cameo Shoe Mfg. 
Co., Inc. (647 Lexington Ave.) shoe 
manufacturers, reported petitioned into 


bankruptcy. Reported receiver ap- 
pointed. 

Hyman Cohen (2188 Fulton St.) 
shoes, etc., reported petitioned into 
bankruptcy. eported receiver ap- 
pointed. 


(Murray Harris (553 Sutter Ave.) 
shoes, reported meeting of creditors 
was scheduled. 

Lloyd Shoe Mfg. Co., Inc. (281 State 
St.) shoe manufacturers, reported peti- 
tioned into bankruptcy. 

New York City—Galitz & Schiffman 
Shoe Mfg. Co., Inc. (145 Greene St.) 
shoe manufacturers, reported petitioned 
into bankruptcy. 

Vincent’s Boot Shop, Inc. (1053 St. 
Nicholas Ave.) shoes, repo meeting 
of creditors scheduled 


New Shoe Stores 


W. V. Harris, Clarksville, Ark. 

Milton & J. Olender, 1820 Fulare St., 
Fresno, Calif. 

Mack’s Boot Shop, 307 Broughton St.. 
W. Savannah, Ga. 

Star Style Shop, 15 N. Vermillion St., 
Danville, Il 

S. I. De Moss, Elnora, Ind. 

B. & O. Shoe Co., 319 Main St., 
Mount Vernon, Ind. 

Fred Sax, 916 S. Michigan St., South 
Bend, Ind. 

L. erg 514 Washington St., 


Westnate & Mead, Holland, Mich. 

J. J. Newman, 245 Elm St., Somer- 
ville, Mass. 

Kane-Hamilton Shoe Co., Seattle, 
Wash. 

Walter Hunter (Ltd.) Regina, Sask. 
Wood Shoe Store, Fourth Ave., Hunt-_ 


ington, W. Va. . 
es > Ee Ae fs 
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POSITIONS WANTED 
4c per word. 
LINES WANTED 


ALL OTHERS 
7c per word. 


ALL DISPLAY SPACE 





Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
i as amounts are too small to open accounts. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








$5,000 NET PER YEAR 


One of the most successful Milwaukee manufacturers of men’s shoes has 
several territories available—three in the South, one in the Middle States, 
two in the North. We want character salesmen with experience and ability 
to sell our merchandising helps with the shoes. Our selling plan is a knock- 
out. Our Young Men’s Styles are setting a fast pace, making it possible for 
salesmen who know how to work to earn $5,000 a year net. 
graph, four references, past two years’ sales records. Compensation accord- 
ing to your ability. Quick action necessary. 


Address C-420, c/o Boot & Shoe Recorder 
207 South Street, Boston, Mass. 


Send photo- 





WANTED 
SHOE SALESMEN 


By one of the leading shoe manu- 
facturers of Cincinnati making 
women’s McKays and welts to re- 
tail from $7.00 to $10.00 for the 
States of Michigan and Wisconsin, 
where we have a large established 
business. Will consider only men 
who are now travelling in those 
States carrying similar lines and 
who have a good following. Will 
give attractive proposition to the 
right man. Address C-456, care 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 














SALESMEN WANTED 


to carry as a side line two samples of 

ladies kid comfort shoes to sell at popular 

prices. In Stock proposition. Wonderful 

opportunity for the right man. Address 
-454, care Boot & Shoe Re- 

=— 207 South St., Boston, 
ass. 








‘ 

WANTED-—Salesmen with established trade 
in the following states to travel out of 
the largest city in each state: Arkansas, Geor- 
gia, Illinois, Kentucky, Mississippi, Missouri 
ebraska, Tennessee. Liberal commissions an 
wonderful proposition for men of proven abil- 
ity. Line consists of one price fast selling 
women’s novelty Shoes at .85. References 
must accompany application, otherwise will not 
be considered. SPECIAL SHOE COMPANY, 

1332 Washington Ave., St. Louis, Mo. 


OPPORTUNITY for a good shoe salesman. 

_Must have good trade out-of-town. We can 
deliver 1500 pairs turn shoes a week for him. 
No other than experienced man with good 
references should apply. Address C-445, care 
Boot and Shoe Recorder, 9th floor, 239 W. 39th 
Street, New York, N. Y. 


SALESMEN—We have splendid side line for 
travelers. Novelty dress goods. Small 
samples. F. R. DOUGHERTY & CO., INC., 
217 Chestnut St., Philadelphia, Pa. 








SALESMEN WANTED — HOSIERY: Side 
line, condensed pl Full fashioned, low 
grieed, well-known Chicago line. Immediate 
elivery; commission basis. Live salesmen for 
Central, Southern, Western States. Give all 
details. Address C-432, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, III. 








SALESMEN WANTED—Real producers in 

the following territories; Minnesota, New 
York, Pennsylvania, Michigan, Ohio, Indiana, 
Iowa, Nebraska, Montana, Kentucky, Texas, 
Arkansas and Louisiana. We are manufac- 
turers of one of the oldest lines of work shoes, 
dress oxfords and shoes—a real QUALITY 
line. BIG commissions paid to the right man. 
Established territory—only live wires need 
apply. Address C-433, care Boot and Shoe 
aseoder, 189 W. Madison St., Chicago, III. 





RESIDENT SALESMAN WANTED IN 

_ FOLLOWING TERRITORIES: Philadel- 
phia, New Orleans, San Francisco and Pacific 
Coast, New York, Baltimore and Washington, 
Boston. Other territories available. Snappy 
line of novelty Bedroom Slippers for the case- 
lot buyer. Phe the time to get in before the 
holidays. 0 objection to non-conflicting lines. 
Write confidentially, including references, to: 
a das” i eaaamee CO., 605 Broadway, 





SALESMEN WANTED—Factory with’ daily 
capacity of 1500 pairs Women’s McKay 
Novelties, to retail at four and_ five dollars, 
wants experienced salesmen for Missouri, Kan- 
sas, Arkansas, Oklahoma, Texas, Arizona and 
Far Western States, to sell to volume buyers in 
case lots on commission basis. Only first class 
men need apply. In reply state territory cov- 
ered, principal line carried, = and references. 
Correspondence confidential. eply C-444, care 


Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 





SALESMEN for Minnesota, North and South 
Dakota. Travel by auto. Stitchdowns, 
McKays, Leggings. State territory you are 
covering. Hagerstown Shoe & Legging Com- 
pany, Hagerstown, Maryland. 





ANTED—Salesmen with established trade 

to represent us in Alabama, Arkansas, In- 
diana, Iowa, Kansas, Kentucky, Louisiana, Min- 
nesota, Missouri, Nebraska, Tennessee and Wis- 
consin. Prefer men who reside and have head- 
quarters in larger cities in these States. Line 
consists of fast selling women’s paces Mc- 
Kays, priced at $3.15 to $4.50. Liberal com- 
missions and wonderful proposition for men of 
proven ability. References must accompan 
application, otherwise will not be considered. 
SHU-STILES, INC., 1330 Washington Ave., 
St. Louis, Mo. 





SALESMEN WANTED—Real producers in 
the following territories: Minnesota, New 
York, Pennsylvania, Michigan, Ohio, Indiana, 
Iowa, Nebraska, Montana, Kentucky, Texas, 
Arkansas and Louisiana. We are manufac- 
turers of one of the oldest lines of work 
shoes, dress oxfords and shoes—a real QUAL- 
ITY line—BIG commissions paid to the right 
man. Established territory. Only live wires 
need apply. Address C-414, care Boot and 
me Recorder, 189 W. Madison St., Chicago, 





ALESMEN. WANTED—Live wires only. 

7% commission basis to sell our children’s 
line of turns and stitchdowns. In children 
shoes. sizes from 2 to 5, up to misses, 11% to 
2. Choice territory open. The greatest novelty 
line on earth at ponular prices. Samples now 
sony. FLEXIB SHOE CO., Rochester, 


WANTED—A young man of experience call- 
ing on the shoe manufacturing trade in 
New York and Brooklyn. To handle a line of 
shoe goods and leathers. Good salary and ad- 
vancement will be given to the right man. All 
applications for this position will be treated in 
confidence. Address C-450, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ALESMEN WANTED—Shoe or findings 

travelers to carry a side line of foot special- 
ties, insoles, heel cushions, arch supports, etc. 
Liberal _ commissions paid weekly. Address 
C-455, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


SALESMAN for Georgia. Travel by auto. 
Stitchdowns, McKays, Leggings. State ter- 
ritory you are covering. Hagerstown Shoe & 
Legging Company, Hagerstewn, Maryland. 


“LINE WANTED 


LIYE Wire Salesman now selling volume trade 
Central and Western States open for reput- 
able line after November ist. Address C-424, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ESTABLISHED Shoe Wholesaler wishes 
Women’s Dress Shoes, also Men’s and Boys’ 
Welts, for exclusive distribution in Detroit and 
vicinity. Give full particulars in first letter. 
Address C-448, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


WANTED for New York City, Brooklyn, New- 
ark, popular price line men’s or misses’ 
and children’s welts for chain and department 
store trade to be carried in conjunction with 
boys’ line of welts already sold in volume. Ad- 
dress C-446, care Boot and Shoe Recorder, 9th 
floor, 239 W. 39th St., New York, N. Y. 
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FOR LEASE 











Have You Something to Sell? 


We can handle your sales work in California provided 
you have a clean, high grade proposition out of which we 
can make a reasonable margin of profit. 


Can satisfy you thoroughly as to our integrity, ability and 
financial responsibility. 


Eastern references: American National Bank and The First Wis- 
consin National Bank, both of Milwaukee, Wis. 





— C. O. CHAPLINE COMPANY 


Wholesale Distributors 











i Wilshire Building—Sixth and Western 
-. LOS ANGELES, CALIFORNIA 
SECC Se aMat error ear erl INE of Ladies’ and Men’s Shoes wanted for 











Chicago and suburb territory. Twelve 
years of shoe experience. Living in Chicago 
seven years, married, thirty-one years of age. 
Can furnish A-1 references. Address C-452, 
care Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, Ill. 


FOR SALE 


WE WANT 
NOVELTY 
TURNS 














From $4 Up 
This company will put 6 men out on FOR SALE—An established profitable shoe 
Pacifie Coast selling shoes—three to start business in Toledo, Ohio. Doin $45,000 
and three later. They will sell shoes in annually. Rental $125 monthly. Wai sacri- 
gy UF, EB AP fice. Address C-418, care Boot and Shoe 
- from nd up—with three lines of sam- Recorder, 207 South St., Boston, Mass. 





ples at once. Company is absolutely re- 








in. liable. We have covered this territory Bic repeater shoe agency. Best central dis- 
an = Ge = age try | a a trict Los Angeles. Six year lease, $300 
m. Shes ar 3 South Se, ‘Boston month under value. Have developed fine busi- 
od Sense. ak = , ness. $50,000. Requires $30,000 cash. No 
i: agents. Address C-435, care Boot and Shoe 
t slot cot co ext doen eon dovebedo cores do co co. Goch eevee oreerde cord Recorder, 207 South St., Boston, Mass. 

or 

all 

POSITION WANTED POSITION WANTED 










EXECUTIVE 


e Is there a concern that needs a shoe man who has had the following experience: 

Store manager, factory sales manager, expert on ladies’ novelties, general man- 

me ager and buyer for a retail chain. Would like to connect with a retail outfit or a 

. big store. Can be had at once. Address C-442, care Boot and Shoe Recorder, 
9th floor, 239 W. 39th St., New York, N. Y. 











FOR RENT FOR RENT 








FOR RENT 


Fine office and salesroom in 
heart of N.Y. City shoe trade, 


suitable for one or two lines. 


C-439, Care Boot and Shoe Recorder 
239 W. 39th St., 9th floor, N. Y., N. Y. 














LEASE FOR SALE 


Ten year lease on High Grade 
Feminine Footwear Shop located 
in large agricultural and college 
center of South Central State is 
for sale on account of owner's 
health. Shop now doing over hun- 
dred thousand dollars a year. First 
time offered for sale. Wire reply, 
as owner must make immediate 
transaction, and, if desired, will 
give possession of lease in Spring. 


Address C-451, care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 


































f 











SHOE DEPARTMENT for lease. Located in 
a Massachusetts city of 45,000. Store holds 
absolutely 100%, corner location. Main floor 
of 1800 square feet devoted to small wares to 
be turned into shoe section. Fixtures on hand. 
Plenty of window display. Guarantee plus per- 
centage basis, Entire second floor carries 
women’s apparel. Third floor millinery. Ad- 
dress C-449, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








FOR SALE 








For Sale—Two Established 
Retail Basement Shoe De- 
partments in St. Louis, 
Missouri. Will Sacrifice. 


Address C-441, care Boot & Shwe Re- 
ecorder, 207 South St., Beston, Mass. 











HGH GRADE shoe department on first floor 
of department store doing over $1,000,000 
business. annually; shoe department $30,000 
first year. Town of 25,000 population. Clean 
stock. C-453, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. . 





CHAIN STORE CORPORATIONS 100% 
location in New York City. 7-year lease 
for sale reasonable; established shoes 15 oy 
Box 1780, 585 W. 181st St., New York, N. Y. 
FOR LEASE 








POSITION WANTED 








Advertising Manager 
With 15 years’ experience in all 
branches of advertising and mer- 
chandising. Thoroughly familiar 
with the shoe and leather indus- 
try. Copy, distinctive layouts and 
constructive ideas are original 
enough to arrest attention and 
compelling enough to encourage 
inquiries. Specialist in catalogs 
and direct - by - mail campaigns. 
Address C-447, care Boot and Shoe 
Recorder, 207 South Street, Bos- 
ton, Mass. Ps 
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FOR RENT 








RICHMOND, VIRGINIA 
100% Men’s Location 


On Richmond’s only 100% men’s 
solid block. Dimensions 20’8” wide 
by a depth of 134’. Contains base- 
ment and three floors. Possession 
March ist, 1927. Rental per year 
ten thousand dollars net. Same 
block with Bond Bros. Kenton 
Hats, Golde Clothes and Meyer 
Greentree’s. Will be pleased to 
submit pictures, plans and full in- 
formation upon request. 


GORDON E. STRAUSE, 
BROAD AT SEVENTH, 
RICHMOND, VIRGINIA. 

















HELP WANTED 


W ANTED— Sales Manager to handle fifteen 
men selling line of Calf Skin Welts at 
3.50 less 5 per cent. New factory located 

iddle West. Must be willing to grow with 
the business. Address C-430, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








MANAGER WANTED for retail store of 
men’s chain. One who has had similar 
experience, or traveling salesman desiring to 
settle in New York City considered. Interest- 
ing salary ee: me Write confidentially 
stating age. Address C-434, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








WANTED TO PURCHASE 








“HIGHEST CASH PRICES PAID 


Wire or yous us. 
confidentia Establish 1890. 
MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, fur- 
nishing goods, — Dry Dock 0352 


CASH PAID 


for entire shoe stocks or us stocks 
of shoes 








or other . Any 
quantity. Prompt attention given. 
KIRSCH-BLACHER CO., Inc. 
€22-624 Broadway, New Yerk, ¥. Y 
Phone Spring 1443 


CASH PAID 


for shoe stores or surplus stocks of 
other merchandise. Leases 

taken over. We will send a repre- 

investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Canal 6940-6941-6942-6943 

















Sell Us Your Left Over 


New Yorx Export Purcuasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 
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Shut-Up 


Choke the fellow who talks all 

night when the boys want to see 

a real demonstration of shoe 
selling 


UST a_ few 

nights ago I 
was invited to at- 
tend a meeting of 
a group of carpet 
sweeper sales- 
men. It was so 
new to me, and 
such a fine 
chance to get a 
line on the sell- 
ing methods of others, that I went 
gladly. 

Well, they had a big room all 
fitted up like a theater—chairs, 
stage, piano, and all that. First 
a man sat at the piano and played 
while these sweeper salesmen sang 
peppy songs, mostly parodies on 
popular airs fitted to their busi- 
ness. Then they had a “Smiling 
Contest.” That was a good one. 
Each man had to get up on that 
stage, go behind a curtain, arrange 
his face, and when the cureain went 
up bow, smile, and say “Good morn- 
ing; I am Mr. So-and-So.” A prize 
of five real dollars was offered to 
the man with the best smile. A fel- 
low who just radiated smiles popped 
his head out, grinned a wonderful 
grin, and said “Good morning! I 
am the So-and-So sweeper man!” 
He got the five all right. 

Then they had a talk by an out- 
sider who knew his stuff in regard 
to scientific selling. Then they had 
a real demonstration of how a sales- 
man should approach a hard cus- 
tomer and make the sale. They 
talked about a lot of things every 
sweeper salesman ought to know. I 
never saw such a live bunch. 

Why can’t we have a room all 
fitted up for such meetings, with 
singing and funny contests, and 
things like that, and then a real 
demonstration of selling and fit- 
ting? 

I think I can see the youngsters 
fairly eating it up. The beginner 
who wants to learn and better his 
condition would appreciate such a 
thing, I know. Can you see one of 
the older salesmen playing the part 
on the stage of a hard-boiled cus- 
tomer and another playing the part 
of a first class shoe salesman? I say 
it would be wonderful for the young- 
ster who is keen. We have too much 
talk and not enough real instruction. 
Uncle Dudley. 
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MERCHANT NEEDS 








DISPLAY FIXTURES 


made by 
SEGALILE SONS 


ARE BUSINESS GETTERS 
\\ SEND FOR CATALOG 








933 ARCH ST. 
PHILADELPHIA, PA. 











ESTABLISHED 1890 


LABEL 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER Co. 
CULT wey is ee 
263-271 LEXINGTON AVE , BRODKLYN. NY 
AMERICA'S GREATEST 
SHOE CARTON & LABEL MFCS 











Milbradt 
Ladders 


\ made for 40 years 
fs by the original in- 
aj ventors. 

Made in all styles 
4 to suit any shelving 
a=} condition. 

a=] Get our price before 
placing your order 


Milbradt 


Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 














Gite 
Sif 
\ i 
F 
F 


‘ 
4 
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MERCHANT NEEDS 





Money 


Maker 
for the Dealer 


Improved Featherweight 
ICE-CREEPER 


4& sig seller when icy weather com 
conts. M ip 


send name of nearest jobber. 
CHURCHILL MFG. CO 


278 Thorndike Street. 
Lowell, Masa. 





Corona lo 


ST. LOUIS 
St. Louis’ Largest Hotel 


Everything to make your visit 
mostenjoyable * 7 + + ¥# 
Large, airy rooms overlooking 
fashionable Lindell Boulevard 
(from $3.00 up) + « + + 
Three dining rooms and a coffee 
shop, (one to suit every mood) 
Herbert Berger's Victor Recording 
Orchestra, (none better) 7 +7 
Just a step from the theatres, 
(ideal in convenience) * * 7 
A hotel truly metropolitan in ap- 
pointments, atmosphere and service. 





LABELS 


AGE 


WEAVING CC 
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Style Confabs 


A sure bet for Nov. 10 and a long 
shot ahead, for in New England 
there is real “town meeting” 
spirit—everybody knows every- 
one—come along 


OSTON—The 
Massa- 
chusetts Retail 
Shoe Merchants’ 
Association will 
hold its next 
semi-annual 
“confab,” to be 
held at the Hotel 
Vendome, on 
Wednesday’ _ eve- 
ning, Nov. 10, to presenting an au- 
thentic style forecast for spring, 


1927. Dinner will be served at 6 
o’clock, followed by talks. Jesse 
Adler, John N. Holden, Maurice 


Yoskins and John C. McKeon of the 
National Joint Styles Conference 
have been invited. Cecil Q. Adams 
and Horace R. Drinkwater are also 
expected. These leaders will relate 
the highlights of the New York con- 
ference and will tell how the color 
and style trends for spring as there 
outlined may be applied to New 
England. 

All New England merchants, 
whether members of this association 
or not, are urged to attend. Out-of- 
town merchant members are asked 
to make up parties of other mer- 
chants in their town and come to 
Boston Nov. 10. A large attendance 
is anticipated, for in this way mer- 
chants attending this “meet” will 
hear style plans presented which 
will give them ample opportunity for 
adjusting their present stock with- 
out unnecessary loss; to prepare for 
the new styles in their season; and 
to place the bulk of their orders for 
spring with the assurance that they 
will be the styles the public will 
want in the spring. Reservations 
should be made at once with Fred 
W. Small, secretary, shoe buyer for 
The Gilchrist Co., Boston. Price of 
the dinner is $3 the plate. 

Next year’s annual Boston Shoe 
and Leather Fair will be staged in 
the new Statler Hotel instead of in 
Mechanics’ Building, where it has 
been held during the past six years. 
The date as definitely decided at a 
joint meeting of directors and ex- 
hibitors, held in Boston ‘Oct. 27, will 
be July 5, 6 and 7. This is the week 
in which it has always been cus- 
tomary to hold the event. 

At the directors’ meeting, Presi- 


* 














STORE SUPPLIES 








ONKEN 


Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
Tug Oscar Onnen Co 


tiw. FOVeTH $F. 
SIN CINNAT?S, O 


mera? oo ae oy OR 
































Insure . 
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Cushioned Tired Trolley 
and Truck Wheels elimmate nose 
and vibration. Evechoe 
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dent Buford H. Jones was author- 
ized to appoint the necessary com- 
mittees to have charge of the 
various functions. The hospitality 
events will be emphasized more 
strongly than ever before, and a 
program that is certain to interest 
the expected host of visiting buyers 
will be arranged. : 
It is confidently believed by the . 
management that the new idea of 
having a hotel for headquarters will 
work out to everybody’s, satisfaction, 
inasmuch as in the past most of the 
two hundred or more exhibitors in 
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The Boot and Shoe Recorder 


Serves in 


BOOT AND SHOE RECORDER 


Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
right purpose, to the right wearer, in the right fitting, for the right price, at 
the right profit. This is the great problem of the retail shoe merchants. 
The chief purpose of THE Boor AND SHOE REcornER is to help solve it; for 
this is the basic problem upon which depends the progress of the entire allied 
industries relating to shoes and leather, their production and distribution. 


In this Issue— 


PLAY THE STYLE GAME SWIFTLY... 
A Customer from Tulsa Bought 
$1,400 Worth in a Sitting—It 
Wasn’t Considered Exceptional 


ON THE HAND OF FASHION........ 
Style Tips on High-Life 


Let’s SPEND HALF A MILLION...... 
Also Hot Style Suggested by Eng- 
land 

SRN ID 5 clic 6 heat 0 cee eew a 

THE VOICE OF THE RECORDER....... 

MoRE MONEY—THROUGH LEATHERS. 

SOORGE GP BITTER occ ccceccccccses 

O. P. I.—OTHER PEOPLE’S IDEAS.. 


If You Don’t Get an Idea Kick- 
likell for Results 


The Greatest Service a Business 
Paper Can Render 


WHo’s WHO ON THE ROAD......... 


OTHER REGULAR FEATURES 


Ie It Style or Price? .....ccceee 39 
Merrit: TOME. j6.0:0 0 0j0.6 bb sean 40 
Opening Opera Season......... 42 
Hovey E. Slayton. .....0scese0 44 
RNP MI SIS ec PO SRGS FER 45 
Opinions of the Editor......... 46 
Di: TN. DNs isso HK 05.0 ee 48 
Dry Goods Economist.......... 49 
Harry BR. Terhune... ....c0ccc 50 
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By Many Merchants........... 56 
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Hélen M. Haney... ...sccceces 69 
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SUBSCRIPTION RATES 
The subscription price of the Boot AND SHOE RecorpeER is $3.00 for one year in advance, which 
includes postage in the United States, its possessions, Canada, Mexico, South America, 
Spain and its colonies. 


FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 


year including postage. 
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and please give us three weeks’ notice before the change is desired 
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BOOTS AND SHOES 
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Bell Bros. Shoe Co., Biddeford, Me....... 9 
Best-Ever Slipper Co., Ime., Brooklyn, 
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Blog Shoe Co., New York City........... 86 


Brockton Co-operative Boot and Shoe Co. 83 


Brooks Shoe Mfg. Co., Phila., Pa........ 96 
Burdett Shoe Co., Lynn, Mass............ 27 
Burkley Shoe Co., Brockton, Mass........ 96 
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Howlett & Hockmeyer Co., New York City 76 
Laing, Harrar & Chamberlin, Phila., Pa. 96 
Lyons Hose Protector Co., Omaha, Neb. .30-31 


Mazer Brothers, New York City.......... 87 

Milbradt Mfg. Co., St. Louis, Mo........ 102 

Miller, O. meg Tree. Machine Co., Brock- 
Gat, “BERG. Ss icck de cakesapbescsudsvide 74 


Onken, Oscar, Co., Cincinnati, Ohio...... 103 
Segall & Co., Philadelphia, Pa.......... 102 
Whitcher, Frank W., Co., Boston........ 82 
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Allen-A Company, The, Kenosha, Wis.... 110 


Amory, Browne & Co., Boston and New 
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Brown-Durrell Co., Boston and New York 109 
Climax Hosiery Mills, Athens, Ga........ ill 
Cooper Wells & Co., St. Joseph, Mich.... 108 
Elliott Hosiery Co., New York City....... 130 
haw Hosiery wee by cag Milwaukee, . 
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Freund & Brickman, Ine., New York City 128 


Harrington & Waring, New York City... 126 








Hillelson, H., & Co., New York City...... 133 
Hirner Hosiery Co., The, Allentown, Pa.. 130 
Holyoke Silk Hosiery Co., Holyoke, Mass.. 123 
McCallum Hosiery Co., Holyoke, Mass.... 112 
Onyx Hosiery, Inc., New York City...... 114 
shee J. R., Sons Co., New ead 


Raymond Hosiery Co., New York City.... 133 
Triple Wear Hosiery Mills, Phila., Pa.... 134 


LEATHER AND OTHER MATERIALS 


Armstrong Cork Co., Lancaster, Ps...... 10 
Barnet Leather Co., New York Cjty....... 93 
Barrett & Co., Newark, N. J....... 2nd Cover 
Beggs & Cobb Co., Boston............... 84 
Bristol Patent Leather Co., Boston....... 18 
Creese & Cook Co., Boston............. 80, 84 
Einstein, J., Inc., New York City........ 79 
Evans, John R., Co., Camden, N. J...... 20-21 
Everlastik, Inc., New York City.......... 12 
Gallun, A. F., & Sons Co., Milwaukee, 
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Goodyear Tire & Rubber Co., Akron, Ohio 35 


Hale, Alfred, Rubber Co., Atlantic, Mass. 62 
Hartwell Leather Co., Malden, Mass...... a 
Jones Co., F. E., Boston...........0...++ 84 
Levor, G., & Co., Gloversville, N. Y...... 2-3 


Lima Cord Sole and Heel Co., Lima, Ohio 29 
New Castle Leather Co., New York City.. 6 


Ryeping, Fred, Leather Co., Fond du Lac, 
$a 660560 pebee OEE Cab ecb obbe cesses 23 


United States Leether Co., New York City 26 


West ——— Pulp and Paper Co., New 
York City 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Everett & Barron Co., Providence, R. I... 30 


Nu-Shine Co., The, Reidsville, N. C...... 85 
Tubular Rivet Co., Boston............... s 
United Shee Machinery Corp., Bosto 

78, 98, 106 
Whittemore Bros., Cambridge, Mass...... 70 

MISCELLANEOUS 

Atlantic Printing Co., Boston............ 85 
Glauberg, Max, New York City.......... 102 
Hotel Coronado, St. Louis, Mo............ 103 


Kalter Cerf. Mercantile Co., Inc., New 
York City 


Kirsch-Blacher Co., Inc., New York City.. 102 
Kluge, E. H., Weaving Co., New York City 103 


Meyer, Tm c., Co., Inc., Brooklyn, 
pn RRS PR ARES": PSE EY gers Se seocee 208 
New York penta potas 9) Corp., 
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Penney, J. C., St. Louis, Mo.............. 88 











Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 





Charles L. Mathis 


O get the story that dominates 

our issue of Nov. 13 we sent a 
Field Editor a thousand miles, the 
last mile of which was made in a 
row boat, because Jacksonville, IIl., 
was flooded. In twenty-five years, 
Charles L. Mathis bought 99.7 per 
cent of all his shoes in the regular 
way. The 0.3 per cent went in the 
furnace, The store has the record 
of never having a sale and of re- 
turning but one case of shoes. This 
achievement was due to a _ stock 
record system that every merchant 
in this country will want to know 
about. 


VERY week—some new store 

that excels the stores of the 
past. The new Napier store in 
Minneapolis. 


HO’S crazy 
there is som 
shoes so wild they can only be worn 
a few times. 
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In This Issue 
“Colors, Not Sizes, the Keynote,” another 
good article on the ever present problem of 
proper inventories, on page 118. 
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rotitMaker 


for IMMEDIATE DELIVERY 


Style 509 is made from pure Silk and mercerized yarns in patterns 
of two color combinations and will wear and wear and wear. The 
colors are Tan Bark, Crash, Poudre Blue, Grey and Champagne. 
Sizes 9 to 12 packed %4 dozen of one size and color to a box. 


$4.00 Per Doz. 


COOPER WELLS AND COMPANY 
250 Broad St. St. Joseph, Michigan 


Mills at St. Joseph, Michigan and Albany, Alabama 


Fssue of November 6, 1926 
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SHADOW 
CLOCKS 


Now Exclusive with Gordon Ftostery 


rder 





























Ww: take pleasure in announcing that, henceforth, SHADOW 
CLOCKS will be exclusive with Gordon... 

The growing vogue for these exquisite woven clocks—in both self and 
contrasting colors—has been especially noticeable this fall . . . 

Now, with full control of the patented processes by which they are pro- 


duced, we are able both to offer a dependable source of supply and to place 
Shadow Clocks at our customers’ exclusive disposal. 


If you have not already seen our latest portfolio, “ Specializing 
for Profit,” send a post card for it today. Brown Durrell Co., 
11 West 19th St., New York, or 10g Kingston St., Boston. 


ordon 
HOSIERY 
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At Last! 


A clear, sheer 
Service Hose 


Silk to hem—to retail 


for only § 1 the pair 


Order this profit-maker NOW 





Here is the outstanding hosiery ac- 
complishment of the year. Allen-A 
style number 3625—a clear, sheer, 
Service Hose to retail for only $1 the 
pair and pay youa handsome profit 
even at this amazingly low price. For 
this number is $8 a dozen to you. 
Hence, at $1 a pair your profit is $4 a 
dozen. We urge you to stock this 
number at once. 

This genuine Allen-A is pure thread 
silk —from toe to the narrow garter 
hem. Pure silk well above the knee. 
The same quality of silk that goes into 
our most expensive numbers. 


The hose are ankle-shaped to give 
trim appearance, with a high spliced 
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heel and silk sole to go with low 
slippers. And the narrow garter hem 
has an invisible ravel-stop to pre- 
vent garter runs. 

Just the stocking for short skirts. In 
all the newest shades. And so low 
in price that women wi// buy several 
pairs at a time. That is why 3625 
will return you such a big profit. 


Don’t waste a minute. Get this fast- 
selling number in your store. Just 
tear out the order blank below. Se- 
lect your colors. Fill in your order 
—and mail it to us. We will rush 
your stock. Do this NOW. 

THE ALLEN-A COMPANY 


KENOSHA, WISCONSIN 


a 
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SPECIAL SERVICE ORDER FORM 


The price of 3625 by the dozen is $8, less 2% 10 days. But case lots of 60 dozen are subject 
to an extra discount of 3%. 





3625 


Color No. 8 8 


10% 





Champagne 





Rose Beige 








Beige | 





Tea Rose 








Mauve Taupe 





a i 
£6, Us, pat. orf 
Cannon 








Underwear Nude 























for men and boys only Fallow 


Firm Name Address 





Hosiery 


for men, women and children 








© A. A, Co, 
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What is behind the amazing 
Success of Trufab 2i-JP“1 Hosiery ? 


HY do merchants everywhere report such tremen- ! 
dous success, such rapid turnover on Trufab hosiery? 


To begin with, there is no other hosiery with Bi-Spin- 
ning, the new scientific process by which the yarn is 
doubly reinforced without adding bulk or weight, so that 
even sheer Trufab hosiery is strong and free from holes 
through many extra months of service. 





There is the Trufab cooperative plan, by which assort- 
ments are maintained at maximum with a minimum in- 
vestment, a fill-in plan without an equal in the half-hose 
field. 

Then, there is the strong campaign of national adver- 
tising to keep the lines before the public, to tie up with 
your displays, with your newspaper advertising. 

And to tie it all tight to your hosiery department, there 
is the Trufab Bi-Spun mat service—yours for the asking— 
containing a host of attractive cuts to pep up your hosiery 
department copy in the newspapers. 


You should know all about this hosiery and the service 
behind it. The profit opportunities are great—and you 
will be proud to put your full enthusiasm behind the line 
when you have experienced its remarkable qualities. 


Jritab 


HOSIERY FOR MEN 








Invisibly Reinforced 









New York Office: 366 Broadway 
Issue of November 6, 1926 





CLIMAX HOSIERY MILLS, Athens, Georgia § Founded 1902 


= 4 
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Infe 2 
t 2 
Liq 7%. 
CMisses sizes 
All three are available in Out sizes 
McCallum quality and shades 
| pepe eeaigie who carry only regu- Then there is the regular McCallum 
lar sizes of McCallum Hosiery user who desires small all-silk socks for 
neglect many of their best customers. a child or the slender-shaped misses’ 
The customer who requires out-size styles for a daughter. 
stockings is apt to be disappointed and Infants’, misses’ and out sizes belong 
perhaps a little irritated if she cannot in every hosiery department. They will 
get the proper size in the brand of increase the good will of many custom- 
hosiery she prefers. ers toward your store. 
Infants’ Half Hose Out Size Hosiery 
375—Small all-silk socks to fit the infant of six . : . 
: : 915 OS—Extra size pure thread dip-dyed silk 
months, up to size 9% for the girl of fifteen. stocking—medium weight with lisle top, heel, 
4—5% $15.00 a $21.00 sole and toe. $16.75 
6—7 18.00 9 —97 24.00 
" ‘ Black Rachelle Gnu Opal Grey 
White Sky Pink Black—7—974 White Biscuit Moonlight Gunmetal 
Misses’ Hostery 1923 OS—Extra size pure thread dip-dyed light 
Sizes 714 to 10 weight silk stocking with an all-silk heel and a 
' i a lisle-lined welt, sole and toe. Colors same as 

1931—Pure thread dip-dyed misses’ silk stock- 
‘ ° ; f - : 1915 OS. $21.50 

ing--medium weight with 32-inch lisle top, 
lisle heel, sole and toe. $15.50 419OS—Medium weight, skein dyed, silk hose; 
Black Biscuit Ivory White Opal Grey extra size; four-inch all-lisle elastic garter welt; 
Crash Light Pink Bran lisle-lined heel, sole and 
Gunmetal French Nude JUST A SUGGESTION toe. Colors same as 1915 OS. 
Rachelle Champagne Remember that Christmas Sho . $24.00 
374—Medium weight skein | PiD§. ONDS: o Cor eifts. Is your | 155 OS—Extra size medium 
dyed plain silk stocking for we McCollum Kos. 152,195 light all silk stocking with lisle 
young girls. Season’s shades. and 502 ready for this selling | lined welt. To match special 
$21.00 opportunity? ~ samples only. $30.00 

- J ex, 
errs \ 
McCallum Hosiery Co. | 4 ° Callum Northampton, Mass. 
\ Silk Hosiery: 7 
60.4 JU S.T K. N O W S H E W EAR S 
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No. 625 **"25n $1 


A pure thread silk hose. Medium 
weight to meet the season's de- 
mand. Fashion marks, 260 needle. 
Lisle top, reinforced heel and toe, 
double sole. Unlimited choice of 
lovely shades, including pastel 
tones for evening and more prac- 
tical shades for daytime wear. 
Sizes 8% to 10%. 


/ Sitting or 
7 Standing 


\i ’ —half of the time, at least, the knee 
twinkles from within its skirted prison. 
Today it must be swathed in silk! 

So Buster Brown has created a special 


number to fit this necessity. 


It is No. 625 and it actually retails at $1! 
Imagine the VALUE! For No. 625 


—makes ankles look slimmer 
—is silk well above the knee 
—comes in all the new shades 
—outwits high prices 
Don’t overlook No. 625 if you wish fast 
turnover and thoroughly satisfied cus- 
tomers. 
Write to Selling Agents for 
new Buster Brown Price List. 


Amory. Browne # Co 


BOSTON CHICAGO NEW YORK 


BUSTER 
BROWN 


REG. U.S. PAT. OFF, 


HOSIERY 
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"Si 99 
TRADE MARK 
The Unseen, 
Warmth-giving 
” 
“Onyx” Underhose 
4 
that Keeps 
*11,99 
«‘Sheresilk” Sales 
Going Even During 
the Coldest Days 
of Winter 
WOMEN’S UNDERHOSE 
No. 3182 U —Women’s “Onyx Shere- 
sole’’ seamless wool underhose. Fine 
English mercerized lisle sole. Sizes 8's 
to 10%; *s doz. boxes; per doz. $7.75 
No. 3190 U—Women’s “Onyx”’ seam- 
less silk and wool underhose. All wool 
and pure silk mixed. Sizes 86 to 1 
% doz. boxes; per doz. .... $12.00 
HERESOLE” is that wonderful “Onyx” understocking that ne ee 
offers an all-wool resistance to winter winds and makes it Silk, with Lisle Top and Sole 
: py No. 145-——“‘Onyx Pointex”, 
possible for women to WEAR “Sheresilk” and dealers to SELL sheer weight... 
299 99 P No. 155— "Onyx Pointex”’, $12.50 
“Sheresilk” all winter long. medium weight . . . 
No. 255— er Pointex : 
“Sheresole” is made of the finest quality of wool with an No. 355% nyx Pointex [ $15-00 
English mercerized lisle sole that gives the necessary thinness for Silk, cnlits Seen Rinistach 
shoe comfort. It offers warmth without weight or bulk. wa one ee 
°° ° 9° h . ‘ 
The enterprising dealer will push “Sheresole” for the reason No, 365 Onys Pointex [ $15-50 
” | a ee ee ae | 
that “Sheresole” opens the way to sale upon sale of the sheerest All Pure Thread Silk 
numb : h “<O ” li If h ? : d No. 450—* ‘Onyx Pointex 
ers in the “Onyx” line. you haven’t yet received your Sheresilk”,chiffonweight $19.50 
copy of the “Onyx” catalogue for fall, write for it now. ae CT... ads 
No. 650—“‘Onyx Pointex 
Shereolll. exsea Ene eit 
gauge, chiffon weight . . ¥ 
66 O 99 
nyx "@ Alosiery 
“Onyx” Hosiery nc. Manufacturers 
j 1107 Broadway, New York 
wi, © 1926 Chicago Philadelphia Boston Buffalo San Francisco Los Angeles “ 
ef 
aC) 
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Spring Season Opened and 
—They Didn’t Cut Prices 


Spring Hosiery Offered by Big Producers at Unchanged Levels 


storms may have had their mid-summer, and the outlook is for 


‘Tse mid-October wind continue on the present basis until 
origin in the combined sighs of a mighty brisk business. 


relief that went up from the entire 


hosiery trade when the 
leading producers of full 
fashioned silk hosiery 
opened lines for spring, 
1927, at unchanged 
prices. 

Close to half the trade 
was talking lower prices. 
There were whispered 
confidences of overpro- 
duction in the full fash- 
ioned field and _ the 
theory was that the Big 
Fellows, the half dozen 
or more gigantic mill 
organizations who sup- 
ply most of the distrib- 
uters, were ready to cut 
prices to dispose of 
their stocks. The raw 
silk market, they 
agreed, didn’t indicate 
any hope of a reduction, 
but then, they added, 
the raw silk factor 
didn’t mean much in the 
face of overproduction. 


HETHER or not 

there was over- 
production in the full 
fashioned silk hosiery 
field a month or so ago 
can still be debated. The 
fact is, however, that 
there is no appearance 
of an overproduced mar- 
ket at present, the lead- 
ing factors have main- 
tained prices, which wili 





Now what does this mean for Mr. 


With the widespread use of metallized fabrics in evening gowns, 
gold and silver brocades in evening shoes, and the frequent deco- 
ration of the latter with silver and gold mesh trimmings on 
vamp, heel or quarter, the metal mesh stocking has a very defi- 
nite place in the hosiery scheme. Here is a fine pair of silver 
mesh stockings, imported by Jahiel & Co., New York City. 
This type of hosiery is extremely fragile, and the utmost care 
is necessary in its handling 





Hosiery Merchant? Simply this, that 
if he buys his hosiery from one of 
the large distributors or direct from 
one of the mills, he is as safe on the 


price question as he ever 
can hope to be. Raw 
silk, in recent weeks has 
shown a rising’ ten- 
dency. Under present 
market conditions, there 
would be more justifica- 
tion for an advance, 
rather than a decline in 
hosiery prices. What- 
ever uncertainty the 
price situation injected 
into the market a month 
ago has now been defi- 
nitely removed. The 
track ahead is clear and 
straight, with all signals 
set for a banner ho- 
siery season for the 
next six or seven 
months. 


LL this does not 
mean, of course, 
that there will be no 
special bargains to pick 
up, from time to time, 
but it does mean that on 
staple goods prices have 
been stabilized on a safe 
basis. 

The demand for im- 
mediate delivery mer- 
chandise is so strong 
that some of the leading 
full-fashioned mills are 
working overtime at 
present. This seems to 
dispose of rumors of 
overproduction. 
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Nudes Still Lead With Darker 


Tones Gaining Favor 
Demand for Gun-Metal with Black Heel a New Note 


IHHOSE who have been preach- 
ing darker shades in women’s will 


hosiery for winter wear have 


not been howling in the 
wilderness, although the 
coming to pass of their 
predictions was delayed 
about a month. During 
the closing weeks of Oc- 
tober there was a decided 
trend toward the darker 
nude shades, although in 
some quarters there was 
not the great swing to the 
rosy tints that was ex- 
pected. 

Probably the biggest 
development in the color 
line during the month 
was the strong renewal of 
the demand for’ gun- 
metal or dark’ gray 
hosiery. This demand 
came with such sudden- 
ness and force that both 
distributors and manu- 
facturers were unable to 
cope with it. The primary 
stocks of gun-metal hose 
with a black heel, which 
seems to be the center of 
attraction in the 
darker shades, are 
quite low and retail 
stocks are few. Orders 
on the books of manu- 
facturers are large 
and many predict 
that the vogue will 
carry through well 
into spring. 


MONG leaders in 
the hosiery trade 

the rosy shades are 
touted as the big 
thing for spring. Al- 
ready some of the 
leading metropolitan 
stores are finding such 
shades as raspberry 
going well. The rosy 
tan or beige shades 
were expected to 
reach popularity this 
fall and winter, but 
the public demand for 
them has been slow in 
Issue of November 6, 1926 


developing. 
reach their proper place 
public demand by the early spring be started earlier than usual may 


A new idea for the girl with cold feet, a chiffon silk 
stocking with wool sole and toe, shown by courtesy of 








gephge ek SPR 


Van Raalte 





line of “Onyx” Hosiery, Inc. 


In all probability they months, if not before. The fact that 


in the shoe season for spring, 1927, will 










Two new numbers in high grade blacks, a French clock 
on the left and a lace clock on the right. 


From the 


have some effect in speed- 
ing up new color develop- 
ment in hosiery. 


T present the nude, 
grain and champagne 
shades in staple hosiery 
continue to lead. Black, 
of course, will show its 
usual up-turn in the holi- 
day business, since many 
people buying hosiery for 
Christmas gift purposes 
are undecided about 
colors and finally settle on 
black as a safe bet. Black 
is not a big factor in fine 
hosiery, but it is interest- 
ing to note that in some 
centers it is being worn 
to a greater extent than 
has been the case for a 
year or more, for evening 
wear. When black hosiery 
is chosen for evening 
wear, however, it is 
usually the clocked 


variety. 


HE newest notes 

in colored hosiery 
for evening wear are, 
of course, the metal- 
lic and _ iridescents, 
the metallics to 
match the metalized 
brocades in evening 
slippers, or to har- 
monize with the 
metal embroidered 
frocks. The irides- 
cent hose combine 
beautifully with the 
prevailing evening 
shades in gowns and 
shoes. Pastel shades 
in silk chiffon find a 
steady sale for eve- 
ning use and are 
really staple. 

In general, the 
semi-service weights 
are gaining ground. 
Tones are _ darker 
than in sheers. 
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Winter Half Hose Lighter Weight 


Trend Toward Smaller Patterns Continues 


ORE seasonable weather during the month 
M of October brought about a sufficient public 

demand for half hose to give fairly good 
line on what men want in the way of sox this winter. 
Two or three features stand out prominently. First 
among these is the fact that winter hosiery for men 
is trending toward lighter weights. Even the im- 
ported Scotch half hose, which formerly were among 
the heaviest of the wools, lighter weight is now the 
order of the day. Along with the lighter weight 
goes a more closely knit hose and more conservative 
patterns. The situation in light weight wools, and 
wool and silk or cotton is extremely good. A while 
back there was some talk that men might turn from 
wool as a material for winter hose, but this idea has 
been dissipated by recent developments. It now 
seems clearly established that as much wool hosiery 
will be worn as usual this winter, but it will be in 
lighter weights. 


OMING down to colors and patterns, the trend 

toward more conservatism is still strong. Plain 
hose with fancy clocks have been and still are among 
the best sellers in the higher grades. A certain 
amount of high colors and bold patterns is still in 
demand, however, and the extreme fancies are by 
no means dead. However, the trend toward con- 
servatism is gaining ground, and may be expected 
to assert itself more strongly in the spring. 





One of the newest light weight wool jac- 
quard half hose, red and black figures on 
a gray ground 


~~. 


ng te 





Regimental stripes on a light blue ground 


Meanwhile vertical stripes and jacquard effects 
hold first place. 


OME new and interesting jacquards have been 
produced in soft color effects that appeal strongly 
to the well dressed man. Loud patterns do not har- 
monize with the more dressy type of overcoat, the 
bowler hat and the custom toed shoes that have 
gained a decided vogue in the metropolitan centers. 





OT all men, of course, can wear pure woolen 

hose in the winter time, and even wool mixed 
with silk or lisle is sometimes irksome to many. For 
these men lisle or silk must be provided. To har- 
monize with the dressier types of clothing and shoes 
that seem to be catching hold strongly, plain silk 
hose in black, gray or brown are safe bets. Neat 
gray grounds, with black or stripes or even stripes of 
a lighter shade of gray, also are good for the man 
who wants to dress up a bit. Another good combi- 
nation of this type is a gray stripe on a black ground. 


OR the coming Palm Beach season, indications 

are that a great amount of half-hose with white 
grounds and colored figures or stripes will be worn. 
Importing houses are showing these in light weight 
wool. The colored stripes are usually in vivid hues. 
They also come with the grounds of light blue or 
other pastel shades. 
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Hosiery displays in the store of Jacobs Bros., New Orleans, are remarkably good. Note the 
clever hook-up of golf hose, golf shoes and golf clubs. 


LONG time ago, Jacobs Bros. 
Az New Orleans came to the 

conclusion that there is no 
radical difference between merchan- 
dising hosiery and merchandising 
shoes, which latter they have been 
doing successfully since 1909. The 
men responsible for the formulation 
of the shoe merchandising policy are 
N. E. Jacobs and his brother, I. R. 
The man responsible for adapting 
shoe merchandising ideas to the 
merchandising of hosiery is Harry 
Davis, right hand man of the two 
partners. 

This outstandingly successful 
Walk-Over store owes much of its 
prestige today to the fact that a 
record of sales by styles is consid- 
ered of more fundamental impor- 
tance than sales by sizes. Not that 
the latter isn’t taken into account. 
It is, of course, but impending 
changes in styles and sudden falling 
off in a hitherto good selling style 
can be seen more quickly from a 
record of sales by styles than in any 
other way. 

And here is how Harry Davis has 
cleverly adapted the same idea to his 
recording of hosiery sales. 

Half the story is told by the per- 
Issue of November 6, 1926 


How Records Are Kept by 
Jacobs Bros. in 
New Orleans 





petual inventory chart shown on the 
next page. This, as one looks at it, 
is no different from some hundreds 
of other stock sheets in common use 
in hundreds of different stores. The 
difference comes in the way Mr. 
Davis files these sheets in his loose 
leaf record system. 

In the first place, remember that 
each sheet represents one color of 
one style. When they are filed, how- 
ever, they are filed under the name 
of the color rather than under the 
classification which might be sug- 
gested by their weight or material. 

By filing in this way, it is easy to 
see, merely by thumbing through all 
the sheets under one color what 
colors are selling best, which ones 
apparently are coming into the lead 
and what colors are being relegated 
to the background and need not be 
considered in any sizing in opera- 
tion. 

It may show, for instance, that 
sheer whites are dropping off fast 


while a gain is being established by 
the service weight whites. Or it 
may show that beige shades are sell- 
ing best with very narrow welts, 
whereas beige shades with the 
wider welts are rapidly becoming a 
drug on the market. 

In a game in which all the rules 
are made by an umpire called Color, 
the importance of this system can 
readily be appreciated. 


F course, the system embraces 

the usual summaries — sales 
from total stock by the day, week 
and month—summaries' showing 
sales by sizes and sales by colors and 
sales by weights—but the backbone 
of the system is color. 

It is the job of one of the girls in 
the store office to check over the 
hosiery sales every day. Buying is 
done at frequent intervals, as re- 
sizing becomes necessary or as some 
new color or weight or pattern in 
sport hose appears over the horizon. 

The store of Jacobs Bros., insofar 
as its hosiery department is con- 
cerned, is noteworthy also by reason 
of the fact that it never had a ho- 
siery sale in its history. The mem- 
bers of the firm have consistently 
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A sample of the perpetual inventory sheet used by Jacobs Bros. The unusual thing about it is that these sheets are filed by colors— 
all whites together, all beiges, etc., so that it can easily be seen what colors are moving and what ones are slipping. 


refused to buy seconds and handle 
only full fashioned merchandise. 


in the merchandise on the part of that what they buy one day will not 
the women of New Orleans. They be cut in price the next. This in- 
This policy has built up confidence know that quality is uniform and sures a steady patronage. 

















Fancies in Lower Priced Lines 
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HILE the higher priced 


hosiery consumers like 


the plain effects, even going 
so far as to demand solid 
colors 
whose hosiery purchases are 
budgeted more closely still 
like a bit of fanciness in their 
ankle adornment. Combina- 
tions of stripes and checks 
imposed on a- beige 
ground in these lisle and 
rayon mixed half hose from 
the line of Cooper Wells & 


with clocks, those 


Company 
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Ruth Martin, Hosiery Woman 


After a Summer of Preparation, of Problems 


Settled, the New Department is Ready 


By O. K. Johnson 





UTH MARTIN 
was busy. Her 
days weré full of 


interesting tasks. She 
felt each night that the 
day’s experiences had 
made more clear and 
distinct her vision of 
what she wanted the 
stocking department of 
The Martin Store to be. 

Where should she lo- 
cate the department? 
Surely in the front of 
the store close to the 
entrance. But would it 
be better for the stock- 
ing counter to face the rear of the 
store or be placed along the side? 
And how long should it be? 

These questions were in her mind 
one day while she was looking at a 
line of stockings. The salesman 
showed her several photographs of 
stocking departments in shoe stores 
in his territory, commenting on 
facts as he had observed them. 


66, EW people would imagine, Miss 

Fcarite” he said, as he handed 
her one of the photographs, “what a 
large volume of business is done in 
this department with its small floor 
space and active 
stock carried in the 
shelving as you see it 
here. All the selling 
is done at this one 
eight-foot glass case. 
Sales last year were a 
hundred and twenty- 
five thousand dollars. 
You see, volume is 
not primarily a mat- 
ter of extensive stock 
shelving, long selling 
counters and big floor 
space. These, of all 
conditions, seem the 
least essential to suc- 
cess in selling stock- 
ings. 

“Some of the larg- 
est hosiery businesses 
are‘ done in almost 
unbelievably small 
spaces.” 
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N this, the third of a series of fictionized mer- 

chandising articles on the establishment and 
maintenance of a hosiery department in a shoe 
store, Mr. Johnson carries the story to the point 
where the department is actually ready. In the 
first two installments the ground preparatory to 
opening the department was covered. The rest of 
the series will deal with the actual running of a 
hosiery department in a shoe store, a wealth of 
information based on Mr. Johnson’s own experi- 
ence and the experience of others who have suc- 
cessfully established and merchandised such de- 
partments.—The Editor. 


would cost less. She 
would get an estimate 
from the case company. 


UTH’S concentra- 

tion on business 
plans was giving her new 
interests in life. She was 
thinking about business 
constantly. Business 
ideas tumbled head over 
heels into her mind as 
she shopped in Mayboro 
stores, walked along the 
business streets and 
looked into store win- 











“That’s a big stocking business,” 
Ruth replied, “but not physically im- 
possible even in this small space. 
One or two busy girls behind a small 
counter can serve a great many ho- 
siery customers.” 

Room at the side for a twelve-foot 
case, or for an eight-foot case di- 
rectly back of the store window. 
Ruth decided upon this latter strate- 
gic location. It would be equally 
convenient for customers riimning in 
to make a quick purchase of hosiery 
and for those purchasing shoes and 
influenced by suggestion to buy 


stockings too. And the smaller case 





“Here is the new department” 


dows. Observing win- 
dow displays, after a luncheon at the 
Alexandra Tea Room, she saw in the 
window of a specialty shop a “going 
out of business” sign, “equipment 
and fixtures for sale.” This was one 
of the newer, attractive, high grade 
shops; but in an impossible location. 
She stepped inside. 


6¢y, ET me see the equipment you 
have for sale,” she said. “Are 
you selling these cases?” 

“Yes, all five,” was the answer. 
“Three have already been sold, leav- 
ing these two as a bargain for some- 
one. The latest type of case, really 
new, built and in- 
stalled only a year 
ago. Each cost four 
hundred dollars. 
‘They can be bought 
for half price.” 

Here, she decided, 
was her opportunity. 

They were beauti- 
ful cases, as fine as 
the case Ruth had in- 
tended to have made. 
She might save 
money by buying one 
here. She might even 
use both on opposite 
sides of the entrance, 
one as a stocking 
counter and the other 
for the display of 
buckles and shoe ac- 


cessories. The idea 
grew more and more 
alluring. 
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“T’ll give you a hundred and sev- 
enty-five each for the two,” she said. 
“Deliver them at the end of the 
week and I’ll have a check ready for 
you.” 

The cases were hers. 


OULD the stock shelving be 
W reaay meanwhile? Returning 
to the store, she telephoned the con- 
tractor who had sent a carpenter a 
few days before to figure out the job 
with her. Together they had planned 
to utilize all the space back of the 
window. The stock shelv- 
ing would extend as close 
to the vestibule as possible. 
It would be built as high 
as practicable for one to 
reach the top shelf easily. 
The bottom shelf would 
be placed a few inches 
above the floor so as to 
be reached without too 
much stooping. They fig- 
ured dimensions, in rela- 
tion to the three sizes of 
stocking boxes to be 
used, so that the boxes 
might be arranged inter- 
changeably without wast- 
ing space. The shelving 
was being built in the 
contractor’s shop, of 
pine, to be stained ma- 
hogany. 

The contractor was on 
the phone. 

“Yes, we've finished 
building your shelving 
and it’s had a coat of 
stain. We'll set it up in 
a couple of days.” 

“Now I wonder how 
that boxmaker is coming 
on with those _ boxes,” 
thought Ruth. “T’ll call 
him up and see.” 

She had had an interesting ses- 
sion with that boxmaker, for she 
had definite ideas about hosiery 
stock cartons. She had secured sam- 
ples of stock boxes used in several 
stores and of manufacturers’ boxes. 
Some she thought too large, others 
too small. 


6“ ERE are the box sizes,” she 

had said. “Hosiery boxes 
quickly become broken and unusable 
if the tops fit the boxes too tightly. 
Make these tops a quarter inch wider 
and three-eighths inch longer than 
the boxes. Then top and box will 


never stick together and be broken 
by the strain of forcing them apart. 
Make the boxes of extra heavy board 
and build them to last for years. 
When soiled, we’ll recover them.” 
“Hold the phone,” said the box- 
After a few moments, the 


maker. 
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voice continued: “Your boxes are 
ready to deliver any time you say.” 
Ten thousand carefully designed 
pintickets lay in the stock room. 
Ruth meant to pin every pair of 
stockings together with a_ ticket 
giving style number, size and price, 
information required for her de- 
partment record and recorded for 
the customer’s convenience, also. 
Ruth observed the use of pintickets 
in several stores; of some salesgirls 
she made inquiry. 
“Pintickets? 


Oh, yes. They’re 





A decidedly new wide ribbed lisle sports hose for women, im- 
ported by H. Hillelson & Son, New York. 


an awful bother. Look at my fin- 
gers. I’m forever pricking myself 
when ticketing. Lots of pintickets 
have points that are no good. Some 
just won’t go through without in- 
juring the stockings. We have to 
watch the points in every new ship- 
ment. They must be long and 
frightfully sharp or we can’t use 
them.” 

“But aren’t these tickets rather 
large? Wouldn’t smaller tickets do 
just as well?” Ruth inquired. 

“Smaller ones would be big 
enough to write on,” said the girl. 
“We tried some a while ago. I 
thought they looked better than the 
larger ones. But they were harder 
to use. The points were shorter and 
wouldn’t extend far enough through 
the material to hold the pair to- 
gether firmly. And the pins were so 
much closer to each other that they 
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sometimes did damage to the hem.” 
After testing several samples, 
Ruth finally selected a ticket with 
patent points villainously long and 
sharp, a modest looking ticket bear- 
ing the name “The Martin Store” on 
one side, with spaces on the other to 
write the record of the stockings. 


N unimaginable number of jobs 
had been performed. Came an 
afternoon in late August when 
preparations were really completed. 
Ruth stood back and regarded the 
result of her work. She 
walked over and _ stood 
behind the glass case for 
the display and selling of 
hosiery. There was the 
mahogany shelving, each 
shelf filled with stock 
cartons in. fawn color 
with neatly marked white 
labels printed in black. 
Every box full of in- 
spected and ticketed new 
merchandise. Stock ar- 
ranged according to kind 
of stocking, price, color, 
size. In an instant she 
could put her hand on 
anything in stock. Sim- 
ple displays had been 
placed in the case and on 
top of the shelving. She 
smiled as she gave the 
corner a final inspection. 
Then she walked back to 
her father’s office. 

“Father, will you come 
out into the store with 
me?” 

Stewart Martin left his 
desk and walked forward 
with his daughter. 

“Feather Martin, you 
teased me so when I tried 
to consult you about some 
of my ideas on establishing a stock- 
ing department that I’ve refrained 
from talking things over with you 
and have decided every question 
myself. Now the job is done and I 
want you to take a look at it.” 

Ruth stepped behind the case. 


6c ERE is the new department. 
We built this shelving in- 
stead of buying cabinets. We bought 
this display case, used for a year, 
at half price. These stock boxes 
have been made here in Mayboro. 
These few simple fixtures are new. 
The merchandise has been bought, 
shipped in, marked, and here it is in 
these boxes. This is Saturday after- 
noon. A stocking display goes into 
the window tonight before we leave 
the store. The stocking department 
of The Martin Store will open for 
business on Tuesday next.” 
Issue of November 6, 1926 
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Using Mr. Woolworth’s Stuff 


How a Fifth Avenue Shoe Merchant Solved the 
Problem of Selling More Hosiery 


r | NHERE is nothing so bromidic 
or untrue as the statement 
that “This business is different 

from every other business.” Mer- 
chandising principles are the same 
in all businesses. They vary only 
in their application. Who would 
think that one of’ the cardinal mer- 
chandising policies adopted years 
ago by the late Frank Woolworth in 
his 5 and 10-cent stores would work 
equally well in a high-grade shoe 
store on Fifth Avenue? Strange, 
but true. 

In fairness to the shoe merchant, 
who prefers to remain nameless for 
the purposes of this article, it must 
be said that he did not deliberately 
steal Mr. Woolworth’s idea. Yet, 
when he went to work on the prob- 
lem of how to sell more hosiery in 
his store, he found the solution in 
the same principle that Mr. Wool- 
worth adopted some years earlier. 

This store is one of the best 
known on Fifth Avenue, New York. 
It carries both men’s and women’s 
shoes and hosiery and lately has 
added some other merchandise that 
yields a nice little profit without add- 
ing anything materially to the over- 
head. But that is another story. 

This store added its hosiery de- 
partment about three years ago. It 
put in a nice stock, in fact a big 
stock of both men’s and women’s 
hosiery, and 
scanned the re- 


days, too, for that matter, trying to 
discover the reason for the lack of 
patronage of our hosiery depart- 
ment. 

“Finally I decided that some des- 
perate remedy must be applied. I 
was going to make our customers 
notice our hosiery, whether they 
wanted to or not. I’d put hosiery 
all over the place. Orders went out 
to take all the hosiery out of the 
neat little boxes carefully stacked up 
on the shelves, and to put it out in 
piles in conspicuous places around 
the department. I had big tables 
put into the departments and 
racked up my hosiery in piles, each 
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the hosiery table and began feeling 
the socks. He picked up several 
pairs and handled them. Finally he 
bought a half dozen pairs and con- 
fided to the salesman that while he 
had plenty of hosiery at home, these 
looked so good to him that he just 
had to buy them. 


66 ORE than half of our hosiery 

is sold in this way, without 
any word of suggestion from the 
salesperson. If hosiery is suggested, 
we are careful to guide the customer 
to the proper size table. 

“We applied the same principle to 
our golf hosiery, which we carry out 
in plain sight on shelves in the side 
walls, where the customer can get 
at them readily.” 

This principle of letting the cus- 
tomer pick out his own merchandise, 
of course, is one of the cardinal mer- 
chandising policies of the 5 and 10- 
cent store, where the stock is all on 
display on tables, permitting the 
customer to handle it. There is 
something psychological in the effect 
of handling merchandise. To touch 
is to want. 

Incidentally, in this store, more 
than half of the sales of men’s hose 
are made to women. Although the 
women’s department is on the second 
floor, a table of men’s hosiery is 
placed near the elevator on the first 

floor, and most of 
the women, while 
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time it was high- 
ly disappointing. 











waiting for the 
elevator, go over 
to this table and 
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ought to sell about 
three times as 
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much hosiery, in 

pairs, as we sold 

in shoes. The trouble was that we 
sold less than one pair of hose to each 
pair of shoes. What was the reason? 
We put hosiery in the windows and 
had some displays scattered about in 
both the men’s and women’s depart- 
ments, but our customers showed a 
surprising lack of interest in 
hosiery. I spent many nights, and 
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table containing two or three sizes. 
Our entire stock was right out un- 
der the customer’s nose, where he or 
she could not fail to see it. 

“Then I sat down to watch. The 
first customer who came into the 
department looked at the table of 
hosiery. Before sitting down to be 
fitted to. shoes, he walked over to 


od of using the 
entire stock for 
display, the stock has been cut down 
materially. All the stock is in plain 
sight all the time. When one pile is 
worked down a bit, reorders are im- 
mediately sent to the manufacturers. 
The daily change in the appearance 
of the tables is a sort of perpetual 
inventory and guide to what is sell- 
ing best. 
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Vanity Boot Shop, Inc., establishes enviable 
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Wressus cheering at the game—or at 
the first formal dance—or stepping blithely 
along the avenue—wear Vanity Shoes for 
smartness! The new Vanity models are all 
Customode—and that means new in line, 
leather and shade, and cut by master 
craftsmen. 


The model shown has the Scotch plaid kid 
effect in brown or tan and a slide buckle 
cleverly conceived. Priced,as always, with re- 
straint... . Write for new Style Brochure. 


VANITY 


BOOT SHOP m™. 
Customode Shoes 
11 WEST 50TH STREET, NEW YORK 


or VR et © 
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A typical Vanity advertisement in Harper’s Bazar 


The hosiery sales record of Vanity Boot 
Shop, Inc. is a tribute to courage of convic- 
tion and skill in merchandising. 


We feel that many other merchants can 
profitably adopt similar policies and will be 
glad to have the privilege of co-operating 
closely with them. 


“oS 


(> e e | Vanity made the above record—also to know 
oly ohe S ilk Hosiery Co. | your merchandising plans. | 


Febeoke. Mass 


358 Fifth Avenue, New York City 
453 Washington Street, Boston, Mass. 








record with...... 
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SILK 
HOSIERY 


The Problem—How can a smart shoe shop get 
margin and profit on silk hosiery? 


The Decision—Select a fast selling item in order 
to secure rapid turnover of hosiery stock. Hol- 
yoke Peerette was selected. 


$ 350.00 


Average inventory 


| 
Six Months’ | 
Rasste + Sales 5013.00 
jan. Ist to _—| Cost of goods sold 2913.00 
June 30th, 1926) | Gross profit 2100.00 


Six months turnover rate — 8 times 
Annual turnover rate — 16 times 


% profit to capital invested 600% 


PROFIT, the REAL GOAL 


Profit is the goal keen merchants seek. Merchan- 
dise that makes profit possible is the Holyoke 
manufacturing policy. 


Let us explain new plans for increasing your silk 
hosiery profit. Use the coupon. 


ft 
I HOLYOKE SILK HOSIERY COMPANY 


Holyoke, Massachusetts 
I would like to see Peerette, with which 
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—_ Everwear Line will neither solve all your hosiery profit and 
loss problems overnight, nor bring you sudden wealth. But we 
know, from years of experience, that the Everwear Line will build 
and hold your big bread and butter trade of men, women and chil- 
dren. It will give them always the same, finely styled, full money’s 
worth; and give you the sure backing of our well-established organ- 
ization. Shipments as often as needed and fast as humanly possible. 
A merchandising service that gives real, blue-ribbon co-operation. 
For example, right now we help you with a plan for stopping your 
peddler competition. We'll send the plan free, whether or not 
you're an Everwear dealer. And we'll also be pleased to prove the 
Everwear Line by sending you a trial order. Will you write us? 


THE EVERWEAR HosiERY COMPANY 


Pioneer Makers of Quality Hosiery for 
Men, py Qyiiten 


MILWAUKEE, U. S. A. 


Copyright 1926, The Everwear Hosiery Co. 
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Novelty Hosiery Comes to Front 
For Holiday Selling 





New Colors, Patterns and Even Materials Worked 


ILE the holiday season 
always marks the high tide 
of the year in hosiery sales, 


this year promises to set some new 
records? Not only will the public 
buy the usual amount of regular 
hosiery for gift 
purposes, but 
with the tempt- 
ing novelties 
now on the 
market may be 
expected to 
gratify its gift 
giving propensi- 
ties with the 
new things in 
the hosiery field 
The merchant 
who is going in 
for novelty hose 
for the Christ- 
mas season can’t 
begin his prepa- 
rations any too 
early. Some of 
the latest novel- 
ties are delayed 
in delivery al- 
ready, and the 
Christmas buy- 
ing season will 
begin right 
after Thanks- 
giving. In fact, 
some of the 
larger  mer- 
chants, particu- 
larly those on the Pacific Coast are 
understood to be planning the adver- 
tising and pushing of Christmas 
hosiery before Thanksgiving. 


IRST off, if you haven’t any of 

the new gun-metal hose with the 
black heel in stock, try to get some. 
You may be successful and if so you 
will be lucky. Here is a new thing 
in hosiery that is fast sweeping the 
country. Regardless of approaching 
holidays, this new hose is the thing 
that the feminine public is going 
crazy over. The trouble is that its 
popularity caught manufacturers 
and distributors unprepared and de- 
liveries already are away behind. 


Up for Christmas Trade 


However, the best judges of style 
in the industry seem to think that 
its vogue will run until Spring. The 
popularity of this stocking, it seems, 
is based on the fact that even in 
semi-service and service weights it 





Here is what is believed to be the finest silk stocking ever made, a 100 gauge hose 
of pure silk. It was produced in France and is being shown by M. Faivret, who 
represents a number of French hosiery mills, with offices at the French Consulate 


in New York 


gives the appearance of an extremely 
sheer hose, by reason of the contrast 
afforded by the black heel. Then too, 
it works in well with the prevailing 
mode for black footwear. 

Among the newest things in eve- 
ning hose are the sheer silks in nacre 
(mother of pearl) effects. These are 
of the iridescent variety, with the 
nacre shading with pale rose tints, 
mainly, although with the growing 
vogue for purple as a costume color, 
the orchid tints are coming in 
strongly in this particular combina- 
tion. 

Metallic hose, while not so new, 
are still sufficiently novel to attract 
attention. More of them are now 





coming into the country and are 
finding a ready sale at high prices. 
They are extremely fragile, of 
course, but this means little or noth- 
ing to those who will pay from $18 
a pair upwards for hosiery made of 

real spun metal. 


AND paint- 

ed chiffon 
hosiery offers a 
solution to the 
problem of 
seeking some- 
thing exclusive 
in the hosiery 
line. Some of 
the higher grade 
stores have em- 
ployed artists to 
decorate hosiery 
to order with a 
new paint that 
has been in- 
vented for fabric 
treatment. In- 
itialing hosiery 
in gold leaf also 
provides a real 
novelty. The 
initials are put 
on in the retail 
shop by a special 
processand 
usually are ap- 
plied at the 
ankle. 


HEN there is the new “Geor- 

gette” stocking, which as yet has 
not been marketed to any great ex- 
tent. The iridescent hosiery, which 
came out a few months ago and al- 
ready is fairly well known, is another 
novelty that should sell well at Christ- 
mas. It is now being produced in the 
cheap grades to around $2.00 a pair, 
although in the cheaper grades it 
loses some of the charm it has in the 
more expensive grades. One in- 
ventive manufacturer has found a 
way of dying hosiery in vertical 
ombre or degrade effects. The hori- 
zontal ombre dyed hosiery has been 
with us for some time. 
Issue of November 6, 1926 
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Full Fashioned Hosiery 


Exhibit | 


fa 








Entrance to the Palace of Liberal Arts and Manufactures, ( 
Sesqui-Centennial Exposition, Philadelphia 


ants to visit the model hosiery mill erected at the Liberal Arts Building for the manufac- 
ture of FULL FASHIONED, fine silk hosiery. 


This mill is now in full operation in all its branches. — 
The following concerns are co-operating in this exhibition: 


CORDIAL invitation is hereby extended to all merchants, hosiery buyers and their assist- : 


Textile Machine Works, Reading, Pa. Fidelity Knitting Mills, Philadelphia, Pa. , 
Apex Hosiery Mills, Philadelphia, Pa. Hancock Knitting Mills, Philadelphia, Pa. 
Berkshire Knitting Mills, Reading, Pa. H. C. Aberle Co., Philadelphia, Pa. 


Here can be seen every step of FULL FASHIONED hosiery manufacture—winding of the silk, manufac- 
ture of the legs and feet, seaming, topping, looping, boiling off, dyeing, boarding, inspecting and boxing— 
complete to the last detail. 

Skilled hosiery men will be in attendance at all times to explain any detail of manufacture. 


Liberal Arts Building—Sesqui-Centennial Exposition 
Philadelphia, Pa. 


Compliments of Harrington & Waring, New York 
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After Hosiery—What? 


Other Merchandise May Be Safely Carried Along with Stockings 





With the exception of the shoes, all the merchandise shown in this 
picture is handled in the men’s hosiery department. The gloves 
and hosiery harmonize with the shoes, and even the bill-folds have 
been carefully selected to fit in with the idea of correct dressing. 


HE installation of hosiery de- 
partments in shoe stores is 
mainly a post-war develop- 
ment, but in the short span that such 
departments have been in existence 
they have developed remarkably fast 
among the higher grade merchants. 
In many stores the hosiery depart- 
ment carries hosiery plus a number 
of other small articles of merchan- 
dise, which take up little space, which 
sell readily and which add a nice 
profit at the end of the year with a 
small investment and little extra 
work on the part of the salespeople. 
The list of articles that may be 
safely carried in a hosiery depart- 
ment is a long one. It is up to the 
merchant to pick and choose. He 
cannot carry them all and it wouldn’t 
be good policy for him to do so. Too 
great a variety detract from the at- 
tention that any one line of mer- 
chandise might receive. 


OWEVER, there is more than a 

mere idea to the theory that 

the shoe man, who has dealt inti- 

mately with all sorts of leather in 

shoes, is the logical man to sell other 
articles made of leather. 

Probably it was this idea, or just 

a plain effort to stimulate trade that 

prompted Hanan & Son to add other 


articles of merchandise in some of 
their stores, 

On this page we show a picture 
of articles for men, taken right out 
of the stock of the Hanan store at 
Forty-third Street and Fifth Ave- 
nue, New York. 


IRST of all, of course, we have 

shoes. Incidentally, the shoes in 
this display are the latest models for 
the well dressed New Yorker—button 
oxfords and high shoes in two tone 
effects and with the new high arch 
and high heel. 

They are dressy and form a good 
background for the other dressy 
merchandise displayed. There is 
hosiery to match the shoes, silk in 
plain gray or gray with a black stripe 
to go with the gray topped boots, 
black and white shot with a white 
stripe for the gray front oxfords. 
Gloves to match are also shown, and 
over at the left is a pair of leather 
garters, which, by the way, are be- 
coming quite a fad among New 
Yorkers. A rather wide variety of 
card cases and billfolds completes 
this interesting picture of what a 
live shoe store can sell in its hosiery 
department. 

The Hanan store added hosiery 
departments several years ago, and 





all these departments have been suc- 
cessful. About two or three years 
ago, gloves, for both men and women, 
were added, and a good business has 
been done on them ever since. The 
Hanan stores were among the first 
to foster the bag and shoe to match 
idea for women, and not only carry 
bags to match certain of their shoe 
styles, but individual bags as well. 

The billfolds and garters for men 
are recent additions. The billfolds 
or wallets, incidentally, have been 
made to Hanan’s specifications. The 
pockets take an ordinary business 
card and special compartments are 
provided for the holding of auto- 
mobile license cards, something that 
the ordinary wallets lack. 


LL this merchandise takes up but 
little space. Heavy stocks are 
not required, but the merchandise is 
distinctive. The gloves handled by 
Hanan’s are purchased with the idea 
of harmonizing with footwear. The 
same is true of the hosiery. In the 
picture the combination of hosiery 
and gloves to harmonize with the 
shoes, even for a man, is not 
out of order. In fact, it makes a 
strong appeal to the fastidious male 
dresser. 
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“Lady 
Carlton” 
Best Colors 





Black 
Gunmetal 
Shadow 
Blue Fox 
Beige 
Biscuit 
Mulatto 
Grain 
Nude 
French Nude 
Sunset 
Bran 
Parchment 
Atmosphere 
Flesh 
Champagne 
Alesan 















> 





1/10 net 30 
F.O.B., N. Y. C. 


Note: 


THE PERFECT DOLLAR RETAILER 
PURE THREAD SILK 


23 Inch Boot—For the Short Skirt Service Weight—Mock Seam 


Guaranteed 
Against Rips and Runs 


Return 
Privilege 


Of Slow Moving Colors 
for Replacement 


Immediate 


Delivery 
At All Times 


Our GUARANTEE means every customer must be 


100% satisfied or money back. 

The RETURN PRIVILEGE of slow moving colors 
for replacement means 33-1/3 mark up and NO 
MARK DOWN. 

IMMEDIATE DELIVERY minimizes your invest- 
ment and means more than 15 to 20 turnovers 


yearly. ‘ 


Other Carlton Products Which Will Show 





Real Profits 





Service weight full fashioned all silk except 4 inch welt and lisle foot. Toe guard insures 50 
No. 750 extra wear. A wonderful 1.95 retailer. $13 


d chiff: 








No. 850 pep hyn Rotee well. 


No. 200 Extra fine gauge full fashioned chiffon silk from toe to top and doubly reinforced to wear well. $15 


ll silk except 4 inch welt and lisle foot. Chemically treated $13= 


Doz. 
Doz. 
-00 

Doz. 








212 Fifth Ave. 





FREUND & BRICKMAN 


New York City 








Make It Easy for the Men to Buy 


ANY men continue to be mid- 

Victorians. They hesitate to 
approach a hosiery girl with the re- 
quest to look at some silk stockings. 
Some of Al Jolson’s jokes are prob- 
ably responsible for this mental 
attitude. One merchant solved the 
problem last Christmas by letting 
his men salesmen have a _ limited 
supply of women’s hosiery at the 
men’s hosiery counter. Another 


created a separate department by 
placing an attractive screen in one 
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corner of the store behind which 
men could secrete themselves while 
making their purchases. This was 
in an exclusive women’s shop in 
which mere man had no place. So 
one was made for him. 

Another merchant sent personal 
letters to the men customers on his 
books urging them to allow his ho- 
siery girl to make the selection and 
offering, in case they accepted, to 
take them back at the end of a rea- 
sonable period if not acceptable. 


Still another man recruited a crew 
of high school boys and college 
freshmen, home for the holidays, 
and mopped up with a last min- 
ute house to house canvass. These 
walking delegates carried samples 
only and a card giving sizes and 
prices. They called on business men 
at their offices with samples of wo- 
men’s hose and on their wives at 
their homes with samples of men’s 
fancies and golf hose. 
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ep Hosiery MARKET TALK 2! 


Merger Rumors Rife 


ONTROL of Onyx Hosiery, Inc., 

one of the largest factors in the 
branded hosiery field, has been ac- 
quired by Hayden, Stone & Co., 
bankers, and this move is interpreted 
in financial circles as preparatory to 
the formation of a _ super-hosiery 
unit, corresponding to General Mo- 
tors in the automotive industry. 
Merger rumors are rife in the pri- 
mary market. One connects Onyx 
with the Gotham Silk Hosiery Co., 
and the name of another prominent 
hosiery concern also has been con- 
nected with the possibility of build- 
ing up a new large concern. Officials 
of the Gotham Silk Hosiery Co. 
would neither affirm nor deny any 
basis for the rumor of the proba- 
bility of a merger of their company 
with Onyx. 


Talk to Retail Salesmen 


HE Boston Retail Shoe Sales- 
men’s Association recently fea- 
tured an interesting talk from H. S. 
Gilbert of the Elliott Hosiery Co. of 
New York, Philadelphia, Reading 
and Boston, who explained how full 
fashioned and seamless stockings are 
made. He traced the production of 
silk hosiery from the animal prod- 
uct of the silk worm through the 
mill to the retail shoe store. He said 
that with few exceptions 20 to 25 
per cent increases in sales could be 
made by the average retail shoe 
store organization if the salesmen 
knew how to present the merchan- 
dise to the customer. He told the 
salesmen how to show a stocking. 
For the benefit of the many mer- 
chants in attendance at the meeting, 
he spoke about a graduated commis- 
sion plan—ranging as high as 10 
per cent, according to sales quotas, 
as an added stimulus to salesmen to 
beat past records in hosiery distribu- 
tion. Several questions were asked 
by the members and answered by 
Mr. Gilbert, who was given a rising 
vote of thanks for the many hosiery 
selling ideas which he passed on to 
the boys of the Hub. 


New Two Tone Stocking 


HE Cadet Knitting Co., Phila- 
delphia, is marketing a new 
stocking under the name of “Heart 
o’ Flame.” This stocking has an 
iridescent or changeable effect, pro- 





duced by a new process in dyeing. 
When either artificial light or sun- 
light strikes the stocking it changes 
from its original shade to a rosy fire 
color. A distinctive packing, in one- 
pair boxes, has been devised for the 
marketing of this new number. 





Rollins Opens San Francisco 
Office 


HE Rollins Hosiery Mills of Des 

Moines, Iowa, announce the 
opening of an office in San Fran- 
cisco, Cal., at 560 Mission Street. 
Frank Selby is in charge of the new 
branch office, which will serve, in 
addition to California, the States of 
Washington, Nevada and Oregon. 








Here we show an imported 
sport stocking for boys, show- 
ing the Egyptian motif in pat- 
tern. In children’s hosiery, 
patterns are still conspicuous- 
ly loud. From the Spring, 
1927, line of Van B. Moler 


Co., Inc. 





Buys Big Hosiery Stock 


HE entire hosiery stock of 

George L. Boyden & Son, Provi- 
dence, R. I., which is discontinuing 
the manufacture of women’s, chil- 
dren’s and infants’ silk and wool and 
wool hosiery, was recently pur- 
chased by Carson, Pirie, Scott & Co., 
Chicago, for a price reported to ag- 
gregate $300,000. This is believed 
to be one of the largest single pur- 
chases of hosiery made in several 
years. The machinery of the Boy- 
den mill has been purchased by the 
Sulloway Mills, Franklin, N.,H. 


New Mill for Greensboro 


NEW full fashioned silk hosiery 

producing firm, under the name 
of the?Carolina ‘Silk Products Cor- 
poration, has been formed at Greens- 
boro, N. C., and construction of a 
plant, the first silk hosiery mill in 
Greensboro, will be undertaken soon, 
it is reported. William F. Lotz, as- 
sociated with a number of full fash- 
ioned mills in Philadelphia, will 
superintend the erection and equip- 
ment of the plant, which is expected 
to be in operation around the first 
of the year. 


Milwaukee Mills Busy 


ILWAUKEE hosiery manufac- 

turers are enjoying unusually 
brisk business this fall, according to 
a survey made of the leading hosiery 
plants in the city, and the two 
largest firms have a combined out- 
put of between 70,000 and 80,000 
dozen pairs each week. Buying con- 
tinues on a hand-to-mouth basis, of- 
ficials of the companies declare, and 
prices are holding stable, despite re- 
cent advances in the raw silk market. 


Buy More Machinery 


The: increased demand for full 
fashioned hosiery has led the 


‘Ipswich Mills to order from abroad 


a considerable amount of the latest 
type full-fashioned knitting ma- 
chinery, which will be installed soon. 
At present, it is reported the com- 
pany’s three plants at Ipswich, 
Gloucester and Lowell, Mass., are 
running to capacity, with a good 
volume of orders ahead for future 
delivery. 
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Clox and Vertical Stripes Are the 


Latest Styles in Exclusive Patterns 


OIRNER patterns are popular because they 
zy are original. Many years of experience 
combined with skillful knitting and the use of 
the very best yarns obtainable, are your guar- 
antee of highest quality. 

Orders for deliveries to be made prior to 
Christmas should be placed with us at once. 


HIRNER HOSIERY CO. 


Main Office 
ALLENTOWN, PA. 


New York, N. Y. Office: E. W. Robischon 
389 Fifth Ave. 

Philadelphia, Pa. Office: R. H. Aucott, Queen 
Lane National Bank Bldg. 

Columbus, Ga. Office: T. J. Fleming, 305 
Third Nat’l Bank Bldg. 

Chicago, Ill, Office: Gale V. Smith, 408 S. Style No. 701 
Wells St. 

Cleveland, Ohio Office: Fred A. Smith, 1426 

Style No. 871-D W. 3rd St. 
Rayon Over Lisle, Two and Four Rayon Over Marino, Four Vertical 


Clox, DOLLAR RETAILER. Stripes, DOLLAR RETAILER. 


To Be In Style—Show Hirner Creations 


PISS SSS SBS SBS SS SSS SSS SSS SS SSS SSS SSS 


ANNOUNCING 


our two new 
in-stock offices 
at 


BOSTON and PHILADELPHIA 
31 Bedford St. 1211 Arch St. 


If you like to get your hosiery on time—write us. 


ELLIOTT HOSIERY CO., Inc. 


258 Fifth Ave., New York 


DUO TOE and HEEL 


Reg. U. 8S. Pat. Off. 
“The Full Fashioned Stocking of the Future” 
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Display Fixtures Will Help 
lig Your 
os . Christmas 
Hosiery Sales 
a 





aol 





Hosiery Stand and Limb 
No. 258-N 
Upright %x24 inches 
%x9 inch extension. Stepped Hosiery Stand 
Square or round tubing No. 258-T 


construction. Upright % x % x 18 inches 


Limb holder adjusts to high and extensible. 
any angle. Stepped cross arm meas- 
ures 4, x 24 inches across. 


Consult— 


J. R. PALMENBERG’S SONS, Inc. 


Creators of Display Equipment for Over 70 Years 
63-65 West 36th Street, NEW YORK 
CHICAGO BOSTON 

204 W. Jackson Blvd. 26 Kingston St. 
SAN FRANCISCO 
11 First St. 
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Do You Believe in Santa Claus? 


Lots of People Do and You Can Make a Profit Out 
Of Them by Supplying Christmas Merchandise 


LL set for Christmas? 

A If not, now is the time to 

start planning, scheming and 
ordering what you will need in the 
way of hosiery, special display ma- 
terial, selling helps and last, but not 
least, those fancy cartons and ho- 
siery envelopes without which no 
retail shoe merchant can hope to do 
his logical volume during the holi- 
days. 

Gathered together in this article 
are a number of “stunts” which have 
been used in different parts of the 
country in connection with the sell- 
ing of hosiery at Christmas time. 
Many of them you may have heard 
before. Some of them you may have 
tried. But it will do no harm to 
glance them through and see if you 
get an idea or two which you feel is 
worth trying out in your own estab- 
lishment. 


Fancy Cartons and T ese 


were men- 
Envelopes tiomed in 
the intro- 
duction but, as they are, almost 
without exception, the most impor- 
tant of holiday selling aids, it is 
wise to consider them first. Envel- 
opes come in sizes to hold only one 
pair of hose, ordinarily. Cartons 
hold from one to six—in some 
cases, a full dozen. They can be had 
in a wide range of quality, tastefully 
decorated with holly, or mistletoe 
decorations or with pictures em- 
blematic of the day. Needless to 
say, many a purchase will be in- 
fluenced by a display of these con- 
tainers with the offer to furnish 
them free with every purchase. In 
the case of elaborate containers, 
some merchants have found them- 
selves able to sell them at a price 


Nothing but hose in this window of the Mey Company, Denver @eie™ 


almost entirely of sheer silk hosiery 


sufficient to defray at least a por- 
tion of the cost. 


The Inevitable 
Fireplace 


This is a dis- 
play idea 
which is as old 
as the hills 
and just as enduring. Imitation 
fireplaces with mantels can be made 
of a number of materials. Big firms 
with lots of money for display pur- 
poses think nothing of calling in the 
bricklayer and telling him to go to 
it. But very satisfactory imitations 
can be made by covering your 
wooden skeleton with red paper and 
tracing the outlines of bricks with 
black paint or white. Then, too, 
there are fancy papers printed to 
represent bricks which can be ob- 
tained at low cost. A Houston, Tex., 
merchant last year built his fire- 
place just to the right of the en- 
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trance door as you enter the store. 
At right angles to it and projecting 
into the room were two display 
cases, placed in the same relative 
position to the fireplace as daven- 
ports and sofas are in many cases. 
The tops of these display cases were 
heaped, tastefully so, however, with 
Christmas merchandise, and mixed 
in with the display were streamers 
of holly tied with bows of red rib- 
bon. Sales were made direct from 
this counter, the merchandise in- 
cluding hosiery, shoe ornaments and 
a few other articles of merchandise 
picked up for this particular oc- 
casion. 


The Many-Sided 1+ is, of 
course, the 
Club Offer aim of every- 


one to sell in 
lots of more than one pair. Very 
frequently is it the case, however, 
that the customer does not care to 
give two, three or four pairs of the 
same style and color. He or she 
would like to make a present of a 
variety. This attitude of mind is 
easily met by advertising that colors 
may be mixed in making a selection, 
and that even styles may be mixed. 
Two pairs of sheer silk, for instance, 
with one pair of sport hose. Any 
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number of combinations will suggest 
themselves to you at this point and 
it is needless to go into further de- 
tail. 


Exchanges Another P ! el 
° ° y oO : > 
Big Point 


d 


self in the 
position of 
the ardent swain who wants to make 
a hit but who naturally hesitates to 
make a selection of hosiery because 
he is not sure of the size. Broad- 
cast the fact that all merchandise 
sold during the holiday trading 
period can be exchanged without 
question within a certain number of 
days after Christmas. Some mer- 
chants extend the privilege into the 
New Year. This exchange offer, plus 
the fancy cartons, are the two most 
important features of holiday trad- 
ing. 


Fixing Prices on M4 “2 "3 . 
Club Offer Ss ness today 
is being 


done on full-fashioned silk hose to 
retail at about $1.85. Of course, 
there are many grades higher and 
lower, but this one will serve to illus- 
trate the point. Last year it was 
fairly common practice to sell three 
pairs for $5, knocking off a few 
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cents. The theory behind this move 
was that $5 is a nice round sum and 
just about what many people have 
decided to put into their purchases. 
It is the evenness of the amount 
asked, rather than the price itself, 
which seems to bring the most fa- 
vorable reaction at Christmas time. 
One dollar, two dollars, three dollars 
—these seem to pull better than 98 
cents, $1.96 or $2.98. 


Keeping Salesmen All forms 
Their T of contests 

on eur 1oes may be de- 
vised to 


speed up hosiery sales at Christmas 
time. There’s the old-fashioned 
“Thermometer Sale,” the results of 
which are recorded on a _ giant 
thermometer back in the stock room 
and which is frequently consulted 
by your force to see who’s on 
top. Naturally, the man at the top 
at the end of the sale period gets a 
bonus of some kind. Or an extra 
bonus per pair can be offered. One 
man makes a practice of giving the 
salesmen an extra 2 per cent on all 
hosiery sales during the holiday 
period. Another pays spot cash— 
five cents a pair. Be sure they get 
it in time to buy their own Christ- 
mas presents. 











Making 
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‘ 


at Palm Beach and other re- 
sorts do not play tennis, but 
most of them wear the clothes 
that go with the game. Here 


weight wool sox of English 
origin’ that fit into the Palm 
Beach picture admirably— 
creamy white as to back- 

ground with neat jacquard 
zig-zag stripes in blue and 
red, 


Styleful 


\ 


LL those who lounge 
around the tennis courts 


a pair of styleful light 


alternating. Imported 
by Krueger-Tobin, Inc. 
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